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1.  INTRODUCTION 


This  is  a  report  of  the  work  conducted  by  the  Franklin  Institute 
under  Phase  II  of  the  Economic  Development  Administration's  Grant  No. 
99-6-09281. 

A  Summary  of  the  Prior  Work 

Under  its  initial  grant  from  the  Economic  Development  Administration 
the  Franklin  Institute  reviewed  the  role  of  technological  innovation  in 
support  of  local  government  activities.   The  focus  of  that  work  was  on 
the  potential  for  stimulating  technological  advancement  in  items  purchased 
under  the  operating  budget,  i.e.,  on  frequently  purchased  items.   The  ini- 
tial premise  was  that  there  were  significant  gaps  in  the  technology  avail- 
able to  local  governments  and  that  obstacles  could  be  identified  and 
mechanisms  found  whose  removal  and  development,  respectively,  would 
bring  a  wider  range  of  technology  into  the  local  government  market. 

The  conclusions  of  that  study  were  that  although  the  local  government 
market  is  relatively  small  and  disaggregated,  there  is  both  room  and  a 
need  for  technological  innovation  and  that  this  latter  can  be  achieved.   The 
types  of  innovation  that  the  market  requires  are,  in  most  instances  the  types 
which  are  most  prevalent  in  the  manufacturing  sector  of  the  economy:  pro- 
duct improvement,  low  level  technological  transfer  and  new  product  develop- 
ment, in  descending  order  of  importance.   Regardless  of  the  size  of  the 
market  and  its  relative  disaggregation  technological  innovation  as  pre- 
viously described,  should  certainly  be  possible.   The  fact  that  the 
structure  of  the  local  government  market  is  not  without  precedent  in  other 
areas  of  the  economy  re-enforces  this  point  and  a  brief  glance  at  the  mar- 
ket itself  shows  that  these  are  precisely  the  courses  that  technological 
innovation  is  following  . 

Continuous  with  these  observations,  the  economic  development  potential 
in  the  municipal  market  and  its  identified  development  needs  is  of  the 
type  that  encourages  the  broadening  of  product  lines  by  established  firms 
and  the  formation  of  new  small  enterprises.   Based  on  analyses  of  operating 
budget  expenditures  of  municipal  governments  there  is  no  indication  of  un- 
met demands  for  large  new  technological  advances  having  significant  economic 
impact . 

To  increase  the  effectiveness  of  the  public  sector  -  as  a  stimulus 
for  technological  advance,  as  a  basis  for  economic  development  and,  per- 
haps most  of  all,  for  its  own  well-being  -  the  Institute  recommended  in 
the  initial  study  that: 

1.  Attention  should  be  given  to  increasing  the  teohnologioal 
sensitivity  of  local  govemme?its.  Although  local  govern- 
ments will   remain   labor  intensive   and  probably  achieve  no 
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large  or  continuous  gains  in  productivity  through  the  appli- 
cation of  technology  -  and  thus  would  benefit*  considerably 
less  than  an  industry  from  a  comparable  investment  in  tech- 
nological innovation  -  they  nonetheless  do  achieve  some  bene- 
fits from  technology.   Thus  they  should  be  encouraged  to  at 
least  consider  the  possibility  of  technological  solutions 
where  applicable  and  at  a  minimum  should  be  sensitive  enough 
to  the  flow  and  potential  of  technology  to  be  purchasing 
state-of-the-art  equipment. 

2.  New  product  experimentation  aimed  at  the   local  government 
market  should  be  supported  and  encouraged.    Since  the  local 
government  market  is  a  low  grade  and  unattractive  market  to 
most  industries,  particularly  those  engaged  in  any  sort  of 
sizeable  and  continuing  R&D  ventures,  products  designed 
primarily  for  local  government  use  will  find  their  way  into 
the  market  at  a  slower  rate  than  those  aimed  at  more  attrac- 
tive markets. 

3.  Local  governments  should  receive  support  in  assessing  their 
own  technological  needs.      Most  local  governments  require  such 
service  on  an  infrequent  basis  , and  when  they  do,  they  receive 
it  from  potential  vendors.   While  this  is  frequently  excel- 
lent free  consulting  -  when  given  -  it  is  hardly  free  of  bias. 
In  addition  this  arrangement  sometimes  encourages  the  purchase 
of  a  technological  solution  when  a  less  costly  administrative 
on  legislative  solution  would  suffice. 

4.  Specific  attention  should  be  given  to  the  enhancement  of  the 
"image"  of  the  municipal  market.      From  an  industrial  view- 
point the  local  government  market  is  a  rather  arbitrary  admini- 
strative tangle  complicated  by  a  rigid  low-bid  criterion.   The 
bridge  between  this  market  and  industry,  and  thus  the  crucial 
point  for  beginning  work  designed  to  enhance  the  attractive- 
ness of  the  local  government  market,  is  the  purchasing  official. 

The  Scope  of  the  Current  Study 

Work  conducted  under  the  second  grant  and  described  in  this  docu- 
ment, expanded  and  built  upon  the  first  year's  effort  in  that  it  ex- 
plored a  program  -  the  strengthening  and  professionalization  of  the 
procurement  function  at  the  local  level  -  directed  at  recommendation  (4) 
above.   Development  occurred  in  the  sense  that  the  second  phase  com- 
plemented the  initial  review  of  operating  budget  expenditures  with  a 
brief  review  of  capital  budget  expenditures.   The  results  of  this  further 
work  are  covered  in  the  following  sections  of  this  report. 


Considering  the  operating  budget  context  "benefit"  is  defined  as  a  cost- 
saving  or  deferral,  possibly  conjoined  with  an  improvement  in  the  quality 
and  quantity  of  the  service  under  consideration. 
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This   study  was    composed  of  four  major   tasks 

1.  The  first  task  involved  the  validation  of  both  the  work  accompli- 
shed under  the  initial  grant  and  the  recommended  directions  for  local  or 
regional  development  based  thereon.   This  task  was  accomplished  in  two 
stages:   a  series  of  discussions  with  purchasing  personnel  in  large  urban 
areas,  other  than  Philadelphia,  and  a  broad  survey  of  purchasing  person- 
nal  using  a  structured  questionnaire  (See  Appendix  A  for  latter) . 

2.  The  second  task  involved  the  formulation  and  exploration  of  a 
series  of  service  needs  questions  including: 

o  What  types  of  technical  assistance  do  purchasing  officials 
need   to  pursue    the   "purchase   of   technological  innovation"? 

o  What  forms  should  such  assistance  take? 

o  Who  should  provide  such  assistance? 

o  What  is  the  economic  development  potential  inherent  in  the 
provision  of  such  assistance? 

This  task  is  an  extension  of  the  original  work  and  as  such  extended 
the  study  to  the  area  of  capital  budget  purchasing.   The  task  was  accom- 
plished through  a  two  stage  process  similar  to  that  described  in  (1) 
above.   Appendix  B  contains  the  questionnaire  and  a  summary  of  the  results, 
The  discussion  of  the  results  from  these  first  two  tasks  form  the  latter 
portion  of  Section  2  of  this  report. 

3.  The  third  task  was  directed  at  assessing  the  growth  potential 
of  the  groups  now  concerned  with  representing  the  purchasing  community, 
particularly  the  National  Institute  for  Governmental  Purchasing   (NIGP) 
the  broadest  of  these  groups  (but  not  the  largest)  and  the  only  one  to 
have  substantial  local  government  representation. 

Using  the  NIGP  as  a  focus,  this  task  reviewed  the  problem  of 
strengthening  the  purchasing  profession  and  better  defining  its  role  by 
investigating  the  nature  of  the  existing  organizations;  how  they  might 
and  should  relate  to  each  other;  and  how  the  purchasing  profession  and 
its  organizations  (particularly  the  NIGP)  might  best  relate  to  the  ex- 
ternal world  (i.e.,  private  industry,  trade  associations,  the  Interna- 
tional City  Managers  Association,  the  federal  government,  etc.).  This 
work  is  treated  in  detail  in  the  first  part  of  Section  2  of  this  report. 

This  task  was  accomplished  through  a  lengthy  series  of  individual 
discussions  and  the  preparation  of  papers  for  group*  comment  and  criti- 
que.  This  was  essentially  a  DELPHI  study.   A  seminar  series  was  ori- 
ginally proposed  for  completing  this  task,  but  the  need  for  repeated 
contact  made  the  travel  time  of  the  participants  an  insuperable  barrier 
to  this  approach. 

4.  The  final  task  undertook  the  study  of  the  question  of  determining 
a  clear  and  unambiguous  role  for  the  federal  government  in  stimulating 


Members  of  the  NIGP  Board,  University  personnel  and  other  association 
and  trade  association  personnel. 
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the  "purchase  of  innovation"  in  the  municipal  market.   Using  the  prior 
work  as  a  basis,  this  task  formed  a  part  of  all  the  work  done  in  the 
preceding  tasks  and  relied  particularly  heavily  on  the  in-depth  discus- 
sions with  individual  purchasing  professionals. 

The  results,  which  show  that  the  Federal  government  should  be  a 
facilitator  rather  than  a  direct  participant  and  that  the  key  to  the 
wide-spread  acceptance  of  the  "purchase  of  innovation"  resides  with  the 
purchasing  professionals  are  in  evidence  throughout  the  work  of  both  the 
current  and  prior  studies.   The  recommended  actions  based  on  these  re- 
sults form  Section  3  of  this  document. 

In  concluding  this  synopsis  of  the  current  study,  note  should  be 
made  of  the  fact  that  the  basic  reference  point  throughout  the  study  is 
the  NIGP  and  its  role,  since  the  question  of  the  organized  growth  or 
decline  of  the  local  government  purchasing  community  is  at  this  time 
synonomous  with  the  future  of  the  NIGP.   In  the  execution  of  the  study, 
the  Franklin  Institute  worked  as  closely  as  possible  with  the  NIGP,  in 
the  hope  that  the  work  accomplished  under  the  grant  would  directly  con- 
tribute to  an  expanded  role  for  the  NIGP.   In  keeping  with  this  inten- 
tion, the  final  report  will  be  distributed  directly  to  NIGP  officers  and 
administrative  personnel. 
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2.  THE  PROFESSIONALIZATION  OF  PURCHASING: 
PROBLEMS  AND  POTENTIAL 


The  procedure  for  acquiring  goods  and  services  is  called  by  many 
names;  e.g.,  purchasing,  procurement,  material  management,  contract 
management  and  systems  acquisition.   In  a  professional  context  the  basic 
ethics,  disciplines,  and  techniques  of  these  variations  or  "specialties" 
are  very  similar.   In  order  to  avoid  confusion  it  was  necessary  to  se- 
lect one  term  to  represent  the  entire  field.   The  term  purchasing  was 
selected  because,  historically,  it  was  the  first  term  used  that  had  any 
professional  connotations  and  acceptance. 

If  professionalism  is  the  goal,  what  does  professionalism  mean? 

Any  preliminary  study  that  attempts  to  approach  the  definition  of 
the  term  professional  and  the  nature  of  professionalism  through  the  analy- 
sis of  existing  organizations  and  their  members,  is  presented  with  a  kalei- 
doscopic array  of  standards,  objectives,  structures,  policies  and  activi- 
ties.  Presumably  some  sense  could  be  made  out  of  information  of  this 
sort  but  such  an  approach  is  both  problematical  and  was  beyond  the  resources 
available  for  the  project. 

Instead,  based  on  a  series  of  discussion  with  trade  and  professional 
association  personnel  and  a  review  of  the  literature  associated  with  pro- 
fessional associations  and  professionalization,  the  following  general 
observations  were  sketched  out. 

1.  Probably  the  most  significant  factor  -  in  that  it  is  the 
initial  one  -  in  the  designation  of  a  given  organization  as  a 
professional  one  is  the  attitude  and  public  posture  of  the 
organization  itself. 

2.  As  a  result  of  this  organizational  assumption  of  profes- 
sionalism, there  has  emerged  a  vast  number  of  dissimilar 
groups,  group  activities  and  objectives  that  are  now 
associated  with  the  term  "professional". 

3.  The  conduct  of  activities  traditionally  considered  profes- 
sional, such  as  education,  training  programs  and  the  certi- 
fication of  individuals,  by  a  large  number  of  dissimilar 
organization,  some  of  which  do  not  claim  to  represent 
"professionals",  adds  to  the  difficulty  of  definition. 
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4.  The  range  and  number  of  dissimilarities  among  existing 
groups  make  the  strict  definition  and  description  of  "profes- 
sional" quite  difficult  and  perhaps  not  even  worth  pursuing. 

5.  A  practical  approach  to  this  problem  would  be  two— fold. 
First,  the  concept  of  professionalism  should  be  put  in  a 
sociological  framework  rather  than  a  functional  one,  with 
the  degree  of  acceptance  and  recognition  of  a  group's 
activities  by  society  as  the  controlling  consideration. 
Second,  there  should  be  a  comparison  of  the  activities 
conducted  by  the  purchasing  organizations  with  those  con- 
ducted by  the  most  widely  accepted  and  recognized  profes- 
sional organizations.   This  latter  provides  a  relative 
check  for  congruence. 

6.  The  results  of  this  approach  can  reasonably  be  expected 
to  be  a  limited  range  of  social  impacts  and  an  overall 
assessment  of  activities.   These  data  can  be  employed 

to  define  and  bound  the  term  professional  and  categorize 
groups,  including  purchasing,  which  fall  within  the  defi- 
nition. 

Thus  despite  the  self-assessment  of  any  given  group  of  practitioners, 
a  profession  does  not  exist  if  the  society  in  which  it  must  function  does 
not  assign  a  high  value  to  the  activities  of  the  group,  and  subsequently, 
give  acceptance,  recognition  and  even  deference  to  the  group  and  the  in- 
dividuals involved. 

Summarizing  these  points  ,  professionalization  and  organizations  devoted 
to  developing  professionalization  are  essentially  concerned  with  the  "im- 
provement and  enhancement"  of  the  occupational  group  in  question;  a  point, 
that  while  basic,  is  hardly  surprising,  and  one  on  which  almost  all  such 
groups  concur.   The  diversity  begins  when  specific  answers  to  the  ques- 
tions of  "how  to  imp rove /enhance"  are  adopted. 

In  the  case  of  purchasing  officials  these  observations  mean  that  the 
achievement  of  professionalization  is  contingent  upon  the  organized  ex- 
pression of  the  fact  of  professionalism;  the  development  of  a  coherent 
operational  definition  (i.e.,  programs,  activities,  society  memberships, 
certifications,  services,  etc.)  of  the  nature  of  purchasing  profession- 
alism that  is  in  accord  with  those  of  accepted  organizations;  and  the 
gaining  of  "public  acceptance"  for  the  preceding.   While  these  points  are 
neither  startling  nor  new,  neither  are  they  easily  accomplished  :   the  main 
constraint  being  the  basic  functional  support  nature   of  the  occupation  iteslf, 

In  keeping  with  this  preliminary  analysis  the  Franklin  Institute 
structured  the  main  portion  of  the  project  to  deal  with  the  following 
major  points  : 
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•  How  does  the  purchasing  professional  -  in  the  local 
government  context  -  view  his  position. 


•  What  groups  are  now  concerned  with  the  "professionali- 
zation"  of  purchasing;  how  have  these  groups  interpreted 
their  concern;  and  what  are  the  strengths  and  weaknesses 
of  the  existing  structure. 

•  How  do  the  groups  representing  purchasing  officials  com- 
pare with  those  representing  other  professions. 

•  How  difficult  is  it  going  to  be  to  achieve  "public  recog- 
nition"—  "public"  being  defined  as  the  other  organiza- 
tions representing  local  government  groups,  analogous  private 
sector  groups  (the  National  Association  of  Purchasing  Managers, 
for  example)  and  the  local  governments  themselves,  particularly 
in  the  form  of  their  merit  systems. 

•  Is  there  potential  for  future  growth,  and,  if  there  is, 
what  course (s)  should  it  take. 

THE  POSITION  OF  THE  PURCHASING  OFFICIAL 

The  crucial  and  basic  question  in  considering  the  concept  of  profes- 
sionalization  of  purchasing  is  what  place  the  purchasing  official  perceives 
himself  occupying  in  his  local  context.   This  will  largely  determine  the 
obstacles  to  public  (as  defined  above)  acceptance  of  any  professionaliza- 
tion  effort. 

Since  the  preceding  study  collected  considerable  data  on  the  objec- 
tive context  of  the  purchasing  function  and  the  purchasing  official  - 
i.e.,  how  purchasing  functions  and  relates  to  the  large  government  body  - 
the  present  study  devoted  an  initial  series  of  discussions *to  the  deter- 
mination of  the  perceptions  that  accompany  these  administrative  data. 
It  is  these  data  that  define  the  essential  functional  support  nature 
of  the  purchasing  activity. 

Spreading  cut  from  the  Philadelphia  region,  these  discussions  in- 
cluded governmental  purchasing  executives  in  all  geographic  regions  of 
the  United  States.  From  these  interviews  emerged  a  consensus  on  the  fol- 
lowing points: 

1.   The  majority  (70%  to  90%)  of  the  officials'  time  and 
effort  is  devoted  to  operating  problems. 

Purchasing  executives  feel  that  this  allocation  is 
appropriate  and  are  not  concerned  by  the  lack  of 
time  to  expand  their  activities  within  their  respec- 
tive jurisdictions. 

*  Purchasing  agents  in  Atlanta,  Philadelphia,  San  Francisco,  San  Jose, 
Seattle,  the  members  of  the  NIGP  Board  and  various  NIGP  members. 
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2.   Local  laws  governing  the  authority,  responsibility  and 
conduct  of  the  purchasing  function  are  crucial  and  are 
essentially  the  same  at  all  sites.   They  are  an  absolute 
control  on  management  structure  and  style  and  a  constant 
reference  point  for  operations  in  most  cases.   The  only 
crucial  differences  between  sites  lie  in  the  degree  of 
legal  protection  given  to  purchasing  officials  to  separate 
him  from  outside  pressures. 

3.   Purchasing  executives  are  well  aware  of  the  number  and 

kinds  of  contacts  they  have  with  line  agencies,  the  execu- 
tive and  legislative  branches  of  government  and  with  the 
industrial/commercial  sector.   They  consider  these  contacts 
to  be  a  natural  and  esse^*""1' "1  p^rt  of  the  purchasing  func- 
tion. 

In  terms  of  any  given  jurisdiction's  organizational  struc- 
ture, the  ongoing  contacts  maintained  by  the  purchasing 
function  have  a  maximum  horizontal  and  a  minimal  vertical 
profile. 

4.  There  is  a  reasonably  consistent  pattern  in  the  nature 
of  the  contacts  maintained  by  the  purchasing  executives 
and  their  operations.   Horizontal  contacts  with  tradi- 
tional, line  agencies  such  as,  police,  fire,  water,  and 
recreation  tend  to  be  of  a  routine  or  ministerial 
nature  in  that  technical  assistance  and  purchase  planning 
contacts  are  generally  infrequent  and  only  occur  when  the 
line  agency  encounters  a  difficulty.   Contacts  with  newer 
line  agencies  established  to  cope  with  jurisdictional  pro- 
blems such  as,  economic  development,  environmental  pro- 
tection, energy  conservation,  and  minority  enterprise  tend 
to  require  the  provision  of  a  full  range  of  purchasing 
services  including  policy  participation,  acquisition  plan- 
ning, and  technical  and  procedural  advice. 

Vertical  contacts  are  frequently  established  by 
jurisdictional  legislation  and  include:  reporting 
to  a  chief  executive  or  a  cabinet  level  executive 
(e.g.,  Finance  Director);  review  of  purchasing 
actions  by  the  legislative  body  or  committee  thereof; 
and  supervision  of  or  policy  determination  for  the 
purchasing  function  by  a  separately  constituted  board 
or  group. 

In  addition  to  legislatively  generated  contacts,  ver- 
tical contacts  also  come  about  through  a  high  level  of 
functional  performance  -  i.e.,  a  good  reputation  for 
general  management  ability,  insights  from  a  central 
agency  point  of  view,  and  needed  market  and  budgetary 
information  -  by  a  purchasing  executive. 
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5.   Purchasing  executives  are  usually  aware  of  the  activities 
and  problems  of  their  counterparts  in  their  immediate 
geographic  region  and,  in  some  instances,  throughout 
the  nation:  an  awareness  fostered  largely  by  membership 
in  local,  state,  regional  and  national  professional  pur- 
chasing associations.   Membership  in  these  associations 
is  of  value  in  terms  of  providing  better  service  to  their 
own  jurisdiction  through  maintaining  a  broader  "more  pro- 
fessional" outlook,  gaining  useful  information  on  techni- 
ques, practices  and  specific  items,  and  establishing  sup- 
portive personal  contacts. 

For  the  most  part  the  jurisdictional  purchasing  concerns 
significantly  outweigh  the  professional  association  con- 
cerns of  the  purchasing  executive.   The  individual  execu- 
tive is  currently  required  to  spend  an  undue  amount  of 
time  and  effort  to  adapt  the  professional  association  out- 
put to  his  jurisdictional  situation.   Perceptions  of  the 
areas  of  activity  and  program  improvement  which  should  be 
embraced  by  the  professional  association  (at  all  geographic 
levels)  are  almost  universal.   They  include: 

-  Development  and  presentation  or  active  sponsorship  of 
more  and  better  education,  professional  development, 
and  training  programs. 

-  Better  organization  and  distribution  of  technical  in- 
formation on  purchasing  practices  and  on  systems, 
goods  and  services  which  must  be  acquired. 

-  Development  and  implementation  of  a  uniform  purchasing 
code  to  counteract  the  many  difficulties  presently 
experienced  under  the  many  widely  varying  local  laws. 

-  Development  of  a  mechanism  through  which  national  or 
state  professional  associations  could  directly  support 
individual  purchasing  executives  or  groups  of  purchas- 
ing executives  in  their  efforts  to  improve  their  role 
and  their  operations. 

Symptomatic  of  the  depth  of  these  concerns  and  of  the  desire  for 
professional  improvement  is  the  fact  that  every  purchasing  execu- 
tive interviewed  is  a  member  of  at  least  two,  and  often  three 
or  more  of  the  five  major  national  professional  purchasing  associ- 
ations and  one  or  more  local,  state  or  regional  association. 
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In  contradistinction  to  the  preceding  data,  indicating  the  sound  or 
successful  role  for  public  purchasing  executives,  is  the  information 
gathered  by  the  Franklin  Institute  Research  Laboratories*  from  a  large 
number  of  local  jurisdictions  adjacent  to  Philadelphia.   A  precis  of  this 
information  indicates  that  in  a  majority  of  the  cases,  the  role  of  the 
public  purchasing  executive  ranges  from  non  existant  (other  local  officials 
do  purchasing  work  part  time)  to  the  purely  mechanical,  i.e.,  devoid  of 
problem  solving,  managerial  or  general  government  activities  or  connota- 
tions.  The  difference  is  a  result  of  both  the  size  of  the  government  - 
the  primary  factor  -  as  well  as  its  sophistication. 

Similar  situations  exist  in  other  geographic  regions  of  the  United 
States  indicating  that  there  is  aii     -  .iely  wide  range  of  roles  within 
the  occupational  group  and  consequently  there  is  a  wide  range  of  contexts 
within  which  to  function  effectively. 

In  summary,  the  data  from  this  and  the  prior  study  show  that  the 
role  of  the  public  purchasing  executive  is  for  the  most  part  established 
through  two  major  contributing  factors. 

1.  Local  law  (and  tradition)  which  generally  sets; 

-  Organizational  locus, 
Administrative  controls, 

-  Fiscal  controls,  and 

2.  Individual  performance  which  develops; 

-  Productive  working  relationships  with  higher  authorities, 

-  Productive  working  relationships  with  agencies  served, 

-  Participation  or  leadership  in  new  jurisdictional  endeavors, 

-  A  jurisdictional  resource  for  solving  a  variety  of  medium 
and  short  range  problems. 

While  not  unrelated,  in  that  superior  performance  can  off-set  the 
counter-productive  requirements  of  local  law,  of  the  two  factors  contri- 
buting to  role  determination,  individual  performance  takes  precedence. 

Considering  these  two  factors  separately,  an  examination  of  the  general 
body  of  local  purchasing  law  shows  that: 


1.   Purchasing  laws  which  generate  or  support  an  effect 
role,  by  including  management  and  general  government 
activities,  are  in  the  minority. 


lve 


*     Industry,   Innovation  and  the  Municipal  Market;   Report  C-3431-01  (Final) 
October,  1972,  Franklin  Institute  Research  Laboratories,  Phila.  Pa.  for 
U.S.  Department  of  Commerce,  Economic  Development  Administration  -  Grant 
No.  99-6-09281. 
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2.  Purchasing  laws  which  inhibit  an  effective  role  are 
more  prevalent  than  those  which  provide  support,  but 
are  nonetheless  a  minority. 

3.  Purchasing  laws  which  have  no  apparent  positive  or 
negative  effect  on  role  constitute  the  large  majority. 

In  most  instances,  the  body  of  local  purchasing  law  appears  to  be 
difficult  to  change  in  any  major  way.   However,  this  stability,  if  not 
immutability,  must  be  viewed  in  the  light  of  the  absence  of  any  concerted, 
persistent  and  expert  efforts  toward  improved  purchasing  legislation.   By 
implication  this  leads  directly  to  the  performance  factor. 

In  examining  the  factor  of  individual  (and  consequently  organizational) 
performance,  it  appears  that: 

1.  Individual  performances  which  generate  effective  roles* 
are  minimal,  both  in  number  of  instances  and  national 
impact. 

2.  Individual  performances  which  are  clearly  limited  to  "what 
the  law  allows"  constitute  the  large  majority. 

3.  Individual  performances  which  is  less  effective  than  is  pos- 
sible under  current  legal  and  organizational  conditions  are 
a  larger  minority  than  those  which  generate  an  effective 
role,  but  nonetheless  a  minority. 


Because  individuals  can  be  more  readily  influenced  than  the  body  of 
the  law,  individual  performance  is  the  vastly  more  dynamic  of  the  two 
major  contributing  factors,  and  appears  to  be  the  factor  which  can  be  the 
more  easily  and  more  rapidly  improved. 

As  a  result,  the  most  productive  and  timely  approach  to  enhancing 
the  role  of  public  purchasing  executives,  and  thereby  increasing  the 
potential  for  professionalization,  is  to  give  strong  support  to  the  in- 
dividual performances  of  the  group. 


THE  MEANS  FOR  PROFESSIONALIZATION 

The  traditional  approach  to  the  provision  of  support  to  widely 
dispersed,  and  relatively  isolated  individuals,  operating  under  a  wide 
variety  of  local  conditions,  is  the  national  association. 


*  To  reiterate:  an  effective  role  is  one  which,  in  addition  to  good  day 
to  day  operation,  includes  participation  in  central  management  and  general 
government. 
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The  way  in  which  national  professional  associations  are  now  generat- 
ing -  both  by  their  actions  as  well  as  their  inaction  -  the  needed  broad 
based  impact  is  described  in  the  following  excerpt.* 

To  what  extent  do  public  service  professional  associations 
benefit  the  public  interest  by  upgrading  individual  members? 
This  question  is  being  raised  by  many  public  employers  as 
they  struggle  to  keep  spiraling  budgets  within  the  limits  of 
available  resources.   Requests  for  funds  for  membership  dues, 
conferences,  and  other  association- related  activities  have 
come  under  close  scrutiny.   Public  employees  are  being  asked 
to  thoroughly  document  the  benefits  received  from  association 
membership  in  relation  to  the  costs.   Benefits  to  the  indivi- 
dual tend  to  be  more  obvious  than  benefits  to  the  public  juris- 
diction.  The  fact  that  such  discussions  are  taking  place  in- 
dicates that  public  service  professional  associations  and  their 
members  have  often  neglected  to  adequately  inform   the  public 
and  governmental  employers  of  the  role  of  the  professional 
organization  in  upgrading  the  public  service  through  profes- 
sionalization. 

Public  service  professional  associations  are  dedicated  to 
expanding  the  knowledge,  skills,  and  ability  of  their  members 
and  fostering  an  image  of  the  professional  public  servant.   They 
were  formed  to  serve  as  a  center  of  activities  for  the  advance- 
ment of  the  broad  range  of  public  service  professions.   Associ- 
ation programs  are  aimed  at  providing  a  professional  identifica- 
tion for  the  members.   Professional  organizations  work  for  the 
advancement  of  their  respective  professions  by  develop- 
ing a  body  of  professional  literature,  conducting  education 
and  training  programs,  establishing  professional  standards, 
requiring  a  degree  of  self-control  through  codes  of  ethics, 
and have  made  signi- 
ficant strides  in  the  area  of  professional  standards  and 
codes  of  ethics,  as  well  as  professional  development  acti- 
vities.  In  addition,  most  of  the  professional  associations 
provide  socializing  opportunities  for  their  members  as  well 
as  such  benefits  as  insurance,  retirement  plans,  job  place- 
ment services,  discounts  on- publications  and  training 
courses,  and  career  development  information  on  such  topics 
as  employment  contracts,  salaries  and  fringe  benefits,  and 
other  areas  of  interest  to  members. 


John  N.  Matzer  Jr.,  "Establishing  Guides  for  Professional  Practice  of 
Individuals  in  the  Public  Service  Professions"  Public  Service  Profes- 
sional Associations  and  the  Public  Interest  -  Monograph   153   American 
Academy  of  Political  and  Social  Science,  Phila.  Pa.  Feb  1973  -  (Italics 
added  here  for  emphasis  -  Ed.) 
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In  this  context,  the  national  professional  association  is  a  mechanism 
which  uses  a  bridge  of  goals,  standards  and  knowledge  to  erase  the  gaps 
between  varying  local  conditions,  all  to  the  benefit  of  the  local  juris- 
diction through  improved  service  by  the  "professionalized"  practicioner. 

As  noted  above  the  variety  of  national  professional  associations 
is  wide,  as  a  look  at  either  the  National  Trade  and  Professional  Associ- 
ations of  the  United  States    *   or  the  Washington,  D.C.  telephone  directory 
will  illustrate.   Indeed,  the  national  professional  association,  as  a 
conglomerate  institution,  is  a  "sleeping  giant"  whose  economic  impact  on 
the  nation  has  been  neither  adequately  investigated  nor  utilized. 

Of  these  groups,  the  number  of  national  professional  associations 
established  for  support  and  enhancement  of  professional  purchasing  are 
few.   Those  of  substance  are: 

National  Institute  of  Governmental  Purchasing 

National  Contract  Management  Association 

National  Association  of  Purchasing  Management 

National  Association  of  Educational  Buyers 

National  Association  of  Hospital  Purchasing  Management 

While  there  is  obviously  a  definable  community  of  interest  among  the 
above  associations  (to  be  discussed  later),  if  we  look  to  the  national 
professional  associations  to  support  individual  performance  in  the  public 
service  through  their  professionalization  efforts,  it  is  necessary  and 
reasonable  to  ask; 

1.  Which  national  professional  associations  are  we  talking  about?  and 

2.  How  well  are  they  presently  (or  potentially)  able  to  provide 
the  needed  support? 

In  answer  to  the  first  question,  the  organizations  listed  above 
axe.   those  most  directly  and  continuously  active  in  the  field 

of  purchasing  at  the  national  level.   In  regard  to  impact  on  local  govern- 
ment, The  National  Institute  of  Governmental  Purchasing  (NIGP)  is  the 
clear  choice.   This  being  the  case,  NIGP  will  be  highlighted  and  receive 
additional  emphasis  hereafter. 

Answering  the  second  question  is  a  more  formidable  problem. 

In  the  course  of  the  project  the  Franklin  Institute  approached  this 
second  question  in  several  ways. 

1.  Federation.      Could  federation  among  several  (or  all)  of  the 
preceding  groups  provide  the  basis  for  the  needed  support? 


*   Comumbia  Books  Inc.,  Washington,  D.C.  Vol.  IX,  1974 
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2.  Professional  certification  and  the  oivil  service.  What 
are  the  problems  and  which  group  (or  groups)  could  best 
deal  with  the   incompatabilities? 

3.  Comparison  with  a  successful  group.      Since   the  accounting 
profession   faced  and  has    largely  resolved  the   same  problem 
that  now  exists   in   the  purchasing  profession,    do  any   of 
the  existing  groups    (or  a   federation)    show  the  potential 
for  developing  along   the  same   lines? 


A  Consideration  of  Federation 

A  brief  overivew  of  the  purchasing  field  leads  almost  directly  to 
the  conclusion  that  if  the  professionalization  of  local  government  pur- 
chasing efforts  is  to  be  achieved  by  means  of  a  national  association 
structure,  federation  -  or  cooperation  that  leads  to  federation  -  among 
existing  groups  is  probably  the  only  near- term  possibility.   The  alterna- 
tive is  not  that  the  status  quo   will  be  maintained  but  rather  that  the 
chance  of  achieving  professionalization  by  means  of  a  national  associa- 
tion will  further  diminish  due  to  the  rise  of  state  and  regional  groups 
having  parochial  interests. 

It  is  almost  axiomatic  that  the  greater  the  number  of  groups  that 
requires  co-ordination  the  more  remote  is  the  possibility  of  any  but  a 
pro  forma   co-operation.   Thus  in  the  case  of  purchasing,  a  large  number 
of  state  and  regional  groups  will  increase  the  level  of  organization, 
in  that  the  groups  will  provide  organizational  structure  where  none  pre- 
viously existed,  but  will  simultaneously  tend  to  freeze  the  level  of 
organization  attainable  in  the  future  at  a  point  far  below  the  national 
level.   In  this  situation,  the  possibility  that  some  existing  (or  new) 
group  will  emerge  as  a  leader  is  quite  remote.   Since  there  is  also  only 
a  finite  pool  of  financial  resources  available  to  any  group  through  mem- 
bership, the  proliferation  of  groups  will  also  tend  to  limit  the  oppor- 
tunities for  growth  open  to  any  national  or  umbrella  association. 

Based  on  the  recognition  that  there  is  a  certain  community  of 
interest  -  acknowledged  or  not  -  among  the  professional  purchasing 
association,  the  Franklin  Institute  prepared  a  brief  paper  that  intro- 
duced the  idea  of  federation,  in  a  general  manner,  and  related  it  to 
such  topics  as  the  ethics  of  the  profession  and  professional  certification. 
This  document  was  circulated  first  to  the  membership  of  the  NIGP  board 
and,  if  an  appropriate  interest  was  shown,  was  then  to  be  sent  to  the 
management  and  boards  of  the  remaining  groups . 

The  range  of  response* to  the  notion  of  federation  was  quite  wide: 


■k 


Eleven  members  of  the  NIGP  Board  responded:   three  in  favor,  three 
against  and  five  undecided. 
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*  A  federation  of  professional  purchasing  associations  has 
never  been  proposed  nor  attempted  before. 

*  An  attempt  at  federation  would  probably  be  unsuccessful 
and  would  probably  be  counter-productive  to  those  involved. 

*  Other  concerns  of  the  professional  purchasing  association 
such  as  membership,  technical  assistance,  and  training  have 
a  higher  priority  and  work  on  federation  would  dilute  these 
efforts. 

*  Pursuit  of  a  "federation"  campaign  by  any  given  professional 
purchasing  association  might  be  interpreted  by  other  associa- 
tions as  a  "take  over"  attempt.   This  would  be  undesirable. 

*  Federation  is  a  generally  good  idea  but  such  a  federation 
would  have  to  be  carefully  and  loosely  structured.   It 
would  require  a  clear  understanding  of  what  was  happening 
by  all  participants. 

*  Federation  is  a  good  idea  but  it  is  important  that  study 
and  implementation  work  be  done  by  a  neutral  or  disengaged 
professional  group  to  avoid  connotations  of  aggrandizement. 

*  An  "umbrella"  association  or  federation,  structured  to 
preserve  the  unique  characteristics  and  traditions  of 
each  participant,  would  do  much  to  strengthen  the  role  and 
effectiveness  of  the  purchasing  and  its  practitioners. 

*  The  program  could  be  mutually  beneficial  to  all  concerned  and 
should  receive  a  high  priority  for  action. 

While  the  preceding  represents  the  range  of  the  responses,  their 
numerical  balance  (8  to  3,  when  the  undecided  are  grouped  with  the  nega- 
tive) lies  towards  the  negative,  and  they  conveyed  the  impression  that 
considerable  preparatory  work  should  be  done  to  develop  a  firm  and  agreed 
upon  context  for  the  consideration  of  such  ideas  before  such  an  experi- 
ment could  produce  results  that  merit  evaluation.   Thus  although  the 
results  were  doubtful  enough  to  discourage  the  formal  extension  of  the 
discussion  to  any  other  group,  it  would  be  incorrect  to  interpret  these 
results  as  constituting  a  true  negation  of  tht  ideas  presented.   Rather, 
as  noted  above,  they  reflect  a  lack  of  the  requisite  context  and  prior 
discussion  and  thought  which  was  presumed  to  be  present.   The  idea  is  not 
"dead"  but  unevaluated  and  thus  needs  study  at  a  later  date. 

Federal  efforts  designed  to  strengthen  the  municipal  market  must 
eventually   recognize  the  federation  of  existing  purchasing  groups  as  an 
essential  step  in  the  development  of  the  professionalization  required  to 
enhance  the  local  government  market.   In  this  event,  the  Franklin  Insti- 
tute recommends  that  one  of  the  following  three  courses  of  action  be  given 
support  over  a  period  of  several  years  before  any  direct  steps  are 
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considered  —  provided  of  course,  that  change  has  not  significantly 
altered  the  organization  in  the  interim.   The  three  suggested  alternatives 
are: 

1.   The  investigation,  coordination  and  structuring 
of  a  "federation"  by  a  disinterested  group. 
This  alternative  does  not  envision  a  federated  entity 
permanently  "owned  and  operated"  by  the  initiating  group. 
A  principal  objective  of  this  alternative  would  be  the 
transfer  of  ongoing  management  and  secretariat  to  the 
participants.  The  weakness  of  this  approach  lies  in  the 
non- involvement  of  the  third  party. 


2.  Additional  emphasis  by  the  General  Services  Adminis- 
stration,  through  the  mechanism  of  the  Advisory  Panel 

of  Local  and  State  Governments,  on  coordinated,  coopera- 
tive efforts  by  national  professional  purchasing  associ- 
ations . 

3.  Development  and  implementation  by  the  appropriate  Fpderal 
agencies  of  a  policy  requiring  that  funding  related  to  the 
purchasing  field  be  structured  to  fully  encourage  coopera- 
tive and  coordinated  action  by  as  many  national  professional 
purchasing  associations  as  possible.  This  is  probably  the  best 
approach. 


Certification 

During  the  past  two  or  three  years  there  has  been  an  increasing 
interest  shown  and  effort  expended  by  the  national  professional  purchas- 
ing associations  in  the  area  of  certification.   The  main  objective  of  this 
effort  is  to  provide  the  means  and  incentives  to  purchasing  practicioners 
to  participate  in  educational,  professional  development,  and  training 
activities  in  order  to  increase  their  professional  abilities.   Generally, 
this  increase  in  knowledge  and  capacity  is  measured  against  association 
established  standards,  tested  by  examination,  and  recognized  by  an  associ- 
ation certification  (and  title)  of  competency. 

Along  with  the  California  Association  of  Public  Purchasing  Officers 
(CAPPO) ,  which  has  a  state-wide  plan,  the  National  Institute  of  Govern- 
mental Purchasing  is  a  leader  among  the  professional  purchasing  associa- 
tions in  the  certification  effort.   Theirs  was  the  only  national  certifi- 
cation plan  and  has  been  in  operation  since  1967.   Other  associations  who 
are  currently  engaged  in  certification  work  include: 

National  Contract  Management  Association 
National  Association  of  Purchasing  Management 
National  Association  of  State  Purchasing  Officials 
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In  addition  to  the  basic  similarities  of  objectives  and  structures 
among  the  cetification  systems,  there  are  similarities  in  the.  problems 
related  to  certification.   The  two  major  problems  are: 


1.  Lack  of  widespread  recognition  of  the  certification  once 
it  is  earned  and  awarded. 

2.  Serious  difficulty,  if  not  inability,  in  translating  the 
certified  professional  competency  into  the  concrete  terms  of 
occupational  advantage  for  the  certificate  holder. 

In  practice  these  problems  meet  in  the  civil  service  system  (Figure 
2  sketches  the  problems  at  the  local  level  and  Figure  3,  does  the  same 
for  the  Federal  level). 

Indeed,  a  strong  analogy  can  be  drawn  between  professional  public 
personnel  work  and  professional  public  procurement  work.   They  are  alike 
in  their  objectives,  ethical  stances,  organizational  division  of  work, 
organizational  locus  and  role  within  a  given  jurisdiction,  and  their 
desire,  through  national  professional  organizations,  to  increase  profes- 
sionalism, performance  and  impact.   As  Figures  2  &  3  show,  it  appears 
that  the  analogy  also  extends  to  the  conservatism  and  reluctance  to  accept 
innovation  found  by  our  earlier  studies  of  public  procurement.   If  the 
analogy  is  accurate,  an  attempt  to  increase  the  professionalism  of 
public  procurement  through  the  recognition  and  acceptance  of  a  certification 
seems  to  be  a  chancey  endeavor.   Purchasing  officials  find  themselves 
in  a  situation  where  those  whom  they  are  asking  for  recognition  by  ac- 
cepting certification  (i.e. ,  professional  merit  system  and  civil  service 
practitioners)  are  subject  to  the  same  jurisdictional  and  national  role 
deficiencies  the  purchasing  officials  are  trying  to  overcome.   However 
even  if  acceptance  and  recognition  by  professional  personnel  practitioners 
were  achieved,  they  would  be  presently  unable  to  unilaterally  insert  a 
professional  procurement  certification  into  their  merit  systems. 

The  preceding  is  stated  for  perspective  rather  than  as  an  expression 
of  pessimism  since  the  recognition  and  acceptance  of  certification  by 
merit  system  operators  is  essential.   Success,  however,  comes  in  many  forms 
and  will  depend  largely  on  the  success  with  which  other  professionalization 
programs  are  carried  out  and  exert  a  beneficial  pressure  on  the  procurement- 
personnel  relationship. 
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SUMMARY  OF  COMMENTS  ON  CERTIFICATION:  THE  LOCAL  VIEW* 


o  The  basic  difficulty  is  that  most  civil  service  systems  have  require- 
ments for  the  greatest  possible  objectivity  and  competition  in  the 
employment  and  promotion  processes.   The  recognition  of  certification 
narrows  competition. 

o  The  insertion  of  the  acceptance  of  certification  into  the  local  merit 
system  essentially  removes  the  objective  evaluation  of  the  applicant 
from  the  system's  operators  and  gives  it  to  the  certifying  group. 

•  There  is  confusion  as  to  the  relative  values  of  the  various  and  often 
competing  professional  certifications  from  professional  organizations. 
The  "professional"  bias  among  iL__",_  system  managers  is  that  such  cer- 
tifications are  basically  self  serving  instruments  for  the  national 
organization  granting  them. 

•  The  Federal  Equal  Employment  Opportunities  Act  and  the  actions  and 
regulations  of  the  EEOC  make  the  certification  of  professional  com- 
petence by  a  national  organization,  removed  from  both  the  national  and 
local  governments,  legally  difficult  to  accept.   Certifying  groups 
must  now  clearly  demonstrate  that: 

(1)  All  persons  who  might  possibly  be  able  to  acquire  a  certifi- 
cation had  an  equal  opportunity  to  do  so.   There  are  strong 
implications  here  that  "equal  opportunity"  involves  stringent 
definition  of  education,  including  distance  and  cost,  and 
liberal  definition  of  relevant  experience,  and, 

(2)  That  by  objective  measurements  (not  yet  established),  holders 
of  the  certificate  will  perform  better  on  the  job  than  non- 
holders.   This  latter  is  not  always  true  and  the  lack  of  certi- 
fication can  become  an  artificial  barrier  to  advancement.   The 
generally  accepted  relationship  between  the  education  required 
to  achieve  certification  and  improved  performance  on  the  job 
will  not  suffice  under  present  interpretation  of  E.E.O.  law. 

•  To  counter-balance  the  preceding,  there  are  presently  within  the  govern- 
mental (all  levels)  merit  systems  positions  which  require  the  possession 
of  a  license  or  professional  certificate  as  a  condition  of  employment. 
These  certificate  requirements  are  imposed  by  state  law  and  were  enacted 
as  a  result  of  lobbying  and  political  pressure  by  the  national  organi- 
zations granting  the  certificates. 


*  Based  on  data  gathered  in  discussions  with  six  personnel  managers  at 
local  level,  including  the  Director  of  the  Philadelphia's  Civil  Service 


Figure  1. 
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SUMMARY  OF  COMMENTS  ON  CERTIFICATION:  THE  FEDERAL  VIEW* 


*  The  scope  and  depth  of  the  U.S.  Civil  Service  system  is  considerably 
greater  than  that  of  any  local  government,  however,  despite  the  rela- 
tive sizes  of  the  civil  service  jurisdictions,  most  professionally 
led  and  operated  systems  are  quite  similar  in  terms  of  internal  role, 
objectives,  functions  and  working  relationships  with  jurisdictional 
and  external  organizations. 

*  A  current  major  concern  of  the  U.S.  Civil  Service  is  the  recent  Equal 
Opportunity  legislation  and  the  soon  to  be  promulgated  rules  and  re- 
gulations of  the  Equal  Employment  Opportunity  Commission.   It  is 
expected  that  this  legislation  and  the  implementing  rules  and  regu- 
lations will  materially  effect  all  recruitment,  promotion  and  exami- 
nation policy  and  procedures,  including  the  use  of  licenses  and 
certifications  as  prerequisites  for  employment. 

*  Under  the  EE  guidelines,  as  they  are  presently  understood,  the  em- 
ploying agency  and  the  Civil  Service  Commission  must  demonstrate 
through  formal  job  analysis  and  job  content  evaluation  that  what 
is  required  in  terms  of  training  and  experience  standards  for  re- 
cruitment and  what  is  being  tested  for  is  needed  for  job  performance. 

*  These  agencies  must  also  demonstrate  that  everyone  who  could  possibly 
qualify  for  a  given  position  had  an  opportunity  to  compete  for  it. 

*  The  use  of  a  professional  certification  as  a  prerequisite  for  govern- 
ment employment,  with  few  exceptions,  has  always  been  difficult  to 
establish.   This  difficulty  arises  from  the  fact  that  the  U.S.C.S.C. 
system  precludes  the  unilateral  action  needed  to  establish  such  a 
requirement.   An  additional  difficulty  is  the  fact  that  within  the 
professional  procurement  and  other  fields  there  are  a  multiplicity 

of  certification  plans.   These  plans  are  essentially  in  competition 
and  there  is  no  demonstrable  agreement  within  the  professional  pro- 
curement field  as  to  which  plan  is  best,  particularily  in  terms  of 
job  performance.   This  confusion  is  amplified  when  the  various 
plans  are  presented  to  organizations  outside  the  professional  procure- 
ment field  for  evaluation  and  approval. 


Figure  2. 


*  Based  on  the  data  gathered  in  discussions  with  U.S.C.S.C. 
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In  this  light,  the  fact  that  lobbying  by  national  organizations  has 
resulted  in  certificates  or  licenses  being  required  as  a  condition  of 
employment  in  certain  occupations  within  the  merit  system  is  Interesting 
although  it  occurs  in  most  local  jurisdictions  as  well  as  in  the  Federal  Civil 
Service.   The  fact  becomes  significant  when  plans  and  methods  for  the  pro- 
fessionalization  of  procurement  are  being  established,  for  the  immediate 
impulse  is  to  copy  success  and  structure  a  "political  action"  entity  simi- 
lar to  those  already  at  work. 

However  an  attempt  to  do  this  raises  a  number  of  questions.   First, 
does  an  organization  accrue  a  national  recognition  and  stature  which 
enables  or  impels  it  to  lobby?  Or  does  an  organization  lobby  to  enhance, 
if  not  create,  national  recognition  and  stature?   Since  both  practices 
are  followed,  which  is  the  proper  course  for  procurement? 

The  course  selected  is  determined  by  a  number  of  considerations  in- 
cluding: 

(1)  the  definition  or  style  of  professionalism  accepted  by 
the  procurement  practicioners, 

(2)  an  objective  evaluation  of  the  locus  of  procurement  acti- 
vities within  the  professional  hierarchy,  and 

(3)  a  projection  of  the  effectiveness  of  the  alternative 
courses . 

The  present  consensus  among  professional  procurement  practicioners 
and  their  national  organizations  appears  to  be  that  their  particular 
style  of  professionalism  is  first  and  foremost  highly  ethical  and  devoted 
to  the  economic  good  of  the  organizations  and  society  in  which  they  func- 
tion, as  shown  by  their  "Codes  of  Ethics",  policy  statements  and  various 
published  material.   This  ethical  consensus  blends  with  the  nature  of  the 
occupation  to  establish  the  professional  requirements  that  all  public 
statements  be  true  and  accurate  with  the  public  good  as  their  objective. 
Further,  it  is  felt  that  the  ability  to  take  action  which  will  "back  up" 
statements  made  must  be  a  reasonable  certainty  prior  to  speaking  out. 

Within  this  conceptual  framework,  the  second  alternative  -  lobbying 
for  stature  -  smacks  of  a  self  aggrandizement  inconsistant  with  the  per- 
ceived professional  style.   As  a  result,  the  first  alternative  appears 
to  be  more  compatible  with  the  ideal  professional  style  of  procurement 
practitioners  and  thus  more  acceptable  to  them. 

As  to  the  second  point,  the  nature  and  locus,  vis-a-vis   other  pro- 
fessions, of  the  procurement  official's  job  indicates  that  role  enhance- 
ment and  increased  acceptance  are  gained,  almost  exclusively,  by  superior 
job  performance.   At  the  present  time  job  improvement  problems  seem  to 
require  the  majority  of  the  procurement  profession's  resources. 
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When  the  style  and  locus  within  the  hierarchy  of  the  procurement  pro- 
fession are  taken  into  account,  the  conclusion  reached  is  that  the  first 
alternative  (acquire  status  -  then  lobby)  will  be  the  far  -more  effective 
because  it  is  compatible  with  both  the  style  of  the  would  be  "lobbist" 
and  the  perceptions  of  the  procurement  profession  most  frequently  held 
by  legislators  and  society  in  general.   Employment  of  the  second  alterna- 
tive (lobby  primarily  to  gain  status)  would  tend  to  make  both  groups  in- 
volved so  uncomfortable  that  there  would  be  a  high  probability  of  failure, 
if  not  loss  of  status  and  previously  gained  acceptance. 

A  second  major  question  about  "political"  action  by  the  procurement 
profession  is:   Are  the  institutional  divisions  within  the  profession 
(i,e. ,  public  and  private  and  within  public  -  federal,  state  and  local) 
sufficiently  united  to  take  effective  action?  Based  on  response  to  date 
to  the  proposal  for  a  loosely  knit  federation  of  major  national  profes- 
sional procurement  organizations,  the  answer  to  this  question  is  now 
essentially  negative.   A  great  deal  of  work  must  yet  be  done  to  structure 
a  unification  mechanism  and  gain  acceptance  for  that  mechanism  before  the 
procurement  profession  can  do  any  effective  lobbying  for  acceptance  of 
certification  or  anything  else. 

The  third  consideration,  a  logical  projection  of  the  activities  of 
the  Federal  Equal  Employment  Opportunities  Commission  in  regard  to  pro- 
fessional certification  and  license  requirements  already  in  the  local 
merit  systems,  is  the  possibility  that  the  E.E.O.C.  will  eliminate  or 
drastically  alter  existing  local  and  federal  certification  and  license 
requirements.   If  this  occurs,  it  will  add  a  large  and  formidable  block- 
age to  the  acceptance  and  use  of  a  professional  procurement  certification 
as  a  condition  of  employment.   With  the  chances  of  success  thus  diminished, 
work  of  professional  procurement  organizations  in  the  merit  system  certi- 
fication area  would  have  to  be  on  a  long  term,  carefully  structured  basis 
in  order  to  prevent  the  waste  of  their  resources. 

While  the  prospects  seem  slight  for  the  outright  acceptance  by  merit 
system  operators  of  a  professional  procurement  certification  as  a  con- 
dition of  employment;  the  prospects  for  the  use  of  the  professional 
certification  structure  and  its  education  and  experience  requirements 
are  considerably  brighter  in  the  in-service  career  and  training  areas  of 
any  given  merit  system  because; 

Within  any  given  jurisdiction,  there  is  more  internal  control 
over,  and  flexibility  in  training  and  career  requirements. 

-  There  is  more  frequent  cause  and  opportunity  for  establish- 
ment of  productive  working  relationships  between  the  procurement 
professional  and  the  personnel  professional.   For  example,  the 
procurement  professional  has  an  opportunity  to  provide  sub- 
stantial guidance  to  the  personnel  professional  on  the  educa- 
tion and  experience  requirements  for  positions  in  the  procure- 
ment area.   He  is,  in  fact,  often  requested  or  required  to  do 
this.   In  this  case,  professional  career  development  and 
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certification  requirements  as  established  by  national 
organizations  can  serve  as  major  local  guidelines  and  be 
installed  intact  except  for  formal  attribution  to  the 
national  association.   While  the  blockages  to  acceptance 
and  use  by  merit  systems  of  professional  procurement  certi- 
fication as  a  condition  of  employment  also  exist  in  the  in- 
service  area,  the  combination  of  increased  internal  control 
and  flexibility  and  more  productive  working  relationships 
function  to  reduce  these  blockages  to  much  more  manageable 
dimensions. 

However,  before  any  real  action  can  be  taken  on  the  question  of  cer- 
tification, a  number  of  things  must  occur.   The  current  state  of  competi- 
tion among  certification  plans  and  the  resultant  confusion  of  non- 
practicioners  regarding  them,  the  promulgation  of  the  equal  employment 
opportunity  legislation,  rules  and  regulations,  and  the  historical  lack 
of  success  of  existing  groups,  all  seem  to  call  for  a  re-evaluation  of 
and/or  change  in  emphasis  in  the  general  goal  relating  professional 
certification  and  governmental  employment. 

An  immediate  consideration  should  be  the  way  in  which  the  goal  is 
most  frequently  stated.   This  would  not  necessarily  change  the  goal,  but 
could  help  provide  a  clearer,  more  accurate  picture  of  what  the  national 
professional  procurement  associations  want  to  do.   Presently  the  goal 
is  most  frequently  stated  in  terms  of  the  action  required,  i.e.,  make 
professional  certification  a  prerequisite  for  employment.   This  sort  of 
statement  conjures  up  more  visions  of  self-aggrandizement  than  of  con- 
tribution. 

Perhaps  it  would  be  better  to  state  the  goal  in  terms  of  the  reasons 
for  and  benefits  of  incorporating  the  substance  and  results  of  profes- 
sional certification  programs  in  the  governmental  employment  system.   The 
goal  stated  in  this  context  might  be  something  like:   "to  insure  that 
procurement  practi doners  in  the  government's  employ  at  the  executive, 
management,  technical,  and  administrative  levels  are  well  and  appropriately 
trained  in  the  profession."  This  type  of  restatement  permits  the  involve- 
ment of  the  national  professional  procurement  associations  in  the  in- 
service  training  and  professional  development  activities  of  the  civil 
service  function,  for  this  involvement  clearly  promotes  the  desired 
assurances  of  professional  training  and  orientation.   In  addition,  involve- 
ment in  in-service  training  and  professional  development  establishes  a 
situation  wherein  the  national  professional  procurement  associations  are 
working  within  the  ongoing  civil  service  system  instead  of  attempting  to 
make  major  changes  or  gain  major  exceptions  thereto.   This  latter,  coupled 
with  the  ability  of  the  civil  service  system  to  be  more  flexible  and 
innovative  in  its  activities  than  in  its  major  policies,  significantly 
increases  the  probability  of  success  in  gaining  the  professional  objectives 
of  the  national  procurement  associations. 
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Restatement  of  the  training  and  certification  goal  and  a  redirec- 
tion of  efforts  to  work  within  the  existing  system  framework  will  not 
accomplish  needed  changes  if  the  managers  of  the  civil  service  systems 
and  activities  remain  confused  as  to  which  training  and  certification 
plan  is  best  and  continue  to  view  the  efforts  of  the  national  professional 
procurement  associations  as  an  area  of  conflict  and  competition  rather 
than  as  a  source  of  training  assistance.   Therefore,  it  appears  essential 
that  cooperative  action  on  training  and  certification,  education  and  pro- 
fessional development  by  the  national  associations  be  discussed,  organized 
and  effected  prior  to  any  serious  approach  to  work  with  the  U.S.  Civil  Ser- 
vice Commission  or  any  other  civil  service  system. 

A  good  practical  starting  point  would  be  to  aim  at  the  recommenda- 
tions developed  by  the  Commission  on  Government  Procurement  (see  Figure 
4).   Although  the  discussion  related  to  these  recommendations  does  not 
touch  on  professional  certification,  it  does  deal  extensively  with  the 
raison  de  etve   for  certification,  i.e.,  education,  professional  develop- 
ment and  training.   The  Report  finds  these  activities  underdeveloped 
and  widely  dispersed.   Since  training  is  properly  and  traditionally  a 
personnel/civil  service  function,  the  current  sad  state  of  affairs  could 
well  be  considered  an  impediment  to  professionalization  and  one  which 
the  national  association  could  be  quite  well  equipped  to  overcome. 

An  Existing  Model  for  the  Development  of  a  National  Professional  Pur- 
chasing Organization 

The  genesis  of  this  particular  topic  resides  in  the  earlier  Franklin 
Institute  study  that  makes  the  following  recommendation  concerning  the  NIGP: 

The  encouragement  and  support  of  the  National  Institute 
of  Governmental  Purchasing  or  a  similar  body  as  a  broad- 
based  multi-service  organization  to  bring  greater  pro- 
fessionalism to  local  government  procurement  —  thereby 
increasing  technological  sensitivity  —  and  to  serve  as 
a  primary  channel  for  technical  information,  specification 
needs  and  revisions,  innovative  needs  and  market  aggregation 
efforts. . . 

It  is,  of  course,  legitimate  and  reasonable  to  ask,  "Why 
NIGP?"  The  answer  is  the  seemingly  facitious  platitude, 
"Why  not?"  To  the  extent  that  municipal  and  local  govern- 
ments in  the  Philadelphia  area  are  typical  of  local  govern- 
ments everywhere  — and  they  probably  are  —  they  appear  to 
be  uninfluenced  by  just  about  every  organization  one  could 
name  —  in  the  sense  that  they  have  either  not  heard  of  an 
organization  or  made  use  of  its  publication  and  services  or 
both.   This  does  not  mean  that  NIGP  is  an  exception,  for  it 
isn't,  it  is  just  as  unknown  as  all  the  rest.   The  only  pos- 
sible exception  to  this  blanket  stricture  is  the  ICMA,  and 
even  its  presence  verges  on  the  inaudible. 
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SELECTED  COMMISSION  ON  GOVERNMENT  PROCUREMENT 
RECOMMENDATIONS*     RELATED  TO  CERTIFICATION 


Chapter  5 

The  Procurement  Work  Force 

12.   Reevaluate  the  place  of  procurement  in  each  agency... 

16.  Establish  a  recruiting  and  trainee  program  to  assure  development  of 
candidates  for  procurement  positions  in  all  agencies,  at  all  levels, 
and  in  all  required  disciplines.   Special  attention  should  be  given  j 
to  college  recruitment  to  obtain  young  workers  capable  of  being 
trained  through  experience  and  additional  formal  education  to 
provide  the  managerial  staff  required  a  decade  from  now. 

17.  Establish  a  better  balance  between  employee  tenure  and  promotion 
rights  and  long-range  needs  of  the  agencies. 

18.  Establish  grade  levels  together  with  job  prerequisites  to  reflect 
the  authority  and  responsibility  vested  in  procurement  personnel. 

19.  Establish  a  rotation  program  to  provide  selected  future  procurement 
management  personnel  x/ith  a  variety  of  related  job  experiences  and 
individual  assignments  throughout  the  Government  and  in  various 
locations. 

20.  Structure  career  development,  promotion,  and  reduction- in-force 
programs  to  reflect  a  longer-range  viewpoint  of  what  is  best  for 
the  overall  needs  of  the  agency  and  of  the  Government. 

21.  Establish  a  Federal  Procurement  Institute  which  would  include 
undergraduate  and  graduate  curricula,  procurement  research  programs, 
executive  seminar  programs,  and  other  academic  programs. 


*   Commission  on  Government  Procurement,  PL  91-129,  Nov.  1969,  Final 
Report  available  from;  Superintendent  of  Documents,  U.S.  Government 
Printing  Office,  Washington,  D.C.  ($  Vols.) 

Figure  3. 
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Continuing  the  earlier  material,  it  is  fair  to  note  that  unknown 
does  not  mean  uninf luential,  however  it  is  equally  true  that  well-known 
certainly  means  more  influential.   This  is  especially  true  when  there  are 
thousands  of  professional  associations  competing  for  the  "dues  dollars" 
of  professional  practitioners. 

In  this  context  it  seems  reasonable  and  legitimate  to  ask,  "why  are 
some  professional  associations  better  known  than  others?"   The  answer 
to  this  question  is,  indeed,  major  study  in  itself,  so  the  investiga- 
tion presented  here  is  of  necessity  quite  limited. 

The  first  limitation  was  to  consider  only  those  professional  associ- 
ations representing  associations  that  shared  purchasing's  basic  functional 
support  nature*      The  exploration  as  a  comparison  between  two  professions 
within  the  group  -  specifically  accounting  and  purchasing.   The  occupa- 
tional and  professional  similarities  between  these  groups  include: 

1.  Central  support  function  within  a  given  organization 

2.  Holding  a  "fiduciary"  capacity  within  an  organization 

3.  Distinction  drawn  between  non- governmental  and  governmental 
practice 

4.  Thrust  toward  increased  participation  in  general  management 
of  an  organization 

5.  Established  national  professional  associations 

6.  Concept  and  definition  of  professional  practices 
established 

7.  Continuing  policy  and  programs  of  profess ionalization 
by  the  national  professional  associations. 

These  common  traits,  which  cover  rather  basic  points,  are  enough 
to  form  the  basis  for  a  useful  comparison. 

What  is  it  about  one  group  which  makes  it  better  known  than  another? 
In  a  series  of  brief  interviews *with  a  variety  of  individuals,  randomly 
encountered,  each  individual  was  asked  if  he  could  recognize  or  identify 
each  of  several  sets  of  initials  (e.g.,  NIGP,  CPA,  CEPO,  FIRL  etc.).   Not 
surprisingly,  the  highest  recognition/identification  was  for  MD  =  doctor. 
There  was  only  slightly  less  recognition  of  CPA  =  accountant.   All  other 
items  were  essentially  unknown  when  compared  with  the  first  two. 

The  more  detailed  comparison  shown  in  Table  1  contains  the  basis 
for  an  explanation  of  this  difference. 


Between  100  and  125  persons  were  interviewed. 
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•  Of   immediate  interest  is   the   difference  in   census    categories 
within  which  our  subjects   for  comparison  fall.      While   the 
Bureau  of   the   Census    defines   the  Categories,   Occupational 
Groups,    and  Occupations   they  use  rather   fully,    there   is  no 
clear   line   of   demarcation  between   the  Professional   and  Mana- 
gerial Categories. 

•  This  being  the  case,  the  categorical  locus  of  the  two  pro- 
fessions implies  that  Accounting  is  more  widely  recognized 
as   a  profession   than  Purchasing. 

•  Despite   the  numerical  preponderence   of  accountants,    the  percen- 
tage breakdown  between  non- government   and  government  employ- 
ment is   essentially   the   same.       (Items    3  and   4  -  Table    1)   with 
about  eighty  percent    (80%)    of  each   group   in  non-governmental 
employ   and  twenty  percent    (20%)    in  government   employ. 

•  This   "percentage  employed  by"   similarity   carries   through   to 
the   government  employment   area   (Items   4a-d  -  Table   I)   with 
Federal,    State   and  Local   governments   employing   almost   equal 
percentages   of   the   accounting   and  purchasing  groups  but  with 
slightly  more  purchasing   agents  being  employed  by  State   and 
Local  governments. 

•  The  numerical  preponderence   of   the   accounting  group   is   again 
demonstrated  in   the   area  of  national  professional  associations, 
with   twenty    (20)    accounting  associations   and  six   (6)   purchas- 
ing associations   -   a  ratio  of  better  than   3  to   1.      The   larger 
number  of   accounting   associations   could  well  suggest   a  more 
diversified   community   of  interest  with   a   large  enough  popula- 
tion  to  support   "specialist"   type   associations. 

•  Professional  association  members   are  not   in   the  majority  in 
either  occupational  group.      However,    the  professional   accounting 
associations   appear   to  be  more  attractive   to   their  practicioners 
with   thirty   four    (34)    out   of  every   one  hundred    (100)    potential 
members   having  joined  as    compared  to  sixteen    (16)    out   of  every 
one  hundred   (100)    potential  members   having  joined  in   the  pur- 
chasing group. 

•  Looking  at   a  further  breakdown   of  national   association  member- 
ship we   find   that  the  professional   accounting  associations    appear 
to  be  much  more  attractive   to  non-governmental  employed  potential 
members  while   the  professional  purchasing   associations   appear 

to  have  an   almost  equal  appeal   to  non-government   and  government   em- 
ployed potential  members  but  with   slightly  more   appeal  in   the 
government  area. 

Looking  more   closely   at  the   professional  association   and   their  mem- 
berships   (Table   2)    indicates    the   following: 
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COMPARISON  -  SELECTED  STATISTICS   -  NATIONAL  PROFESSIONAL  ACCOUNTING  AND  PURCHASING  ASSOCIATIONS 


(1) 


ACCOUHTI11G  / 

SSQGIATIQMi- 

wmrmAurm  tifmrTATTma 

Budget 

Budget 

Mane 

"embership 

(thouc-dols) 

Staff 

Age 

Name 

Membership 

(thous-dols) 

Staff 

Aqe 

American  Accounting  Ass'n 

15,000 

250-500 

5 

58 

National   Association  of 

1,400 

100-250 

5 

54 

American  Association  of  Attorney- 

900 

50-100 

1 

10 

Educational    Buyers 

Certified  Public  Accountants 

National   Association  of  Hospital 

1,100 

n/a 

5 

17 

American  Institute  of  Certified 

95,000 

+1  mill  ion 

360 

88 

Purchasing  Management 

Public  Accountants 

National  Association  of 

19,000 

500-900 

20 

59 

American  Society  of  Women 

3,500 

50-100 

5 

36 

Purchasing  Management 

Accountants 

National   Association  of  State 

125 

10-15 

5 

27 

American  Woman's  Society  of 

700 

n/a 

n/a    . 

41 

Purchasing  Officials 

Cen'tified  Public  Accountants 

National   Contract  Management 

4,000 

100-250 

5 

15 

Ass'n  of  Water  Transportation 

250 

10-25 

1 

62 

Association 

Accountants 

National    Institute  of  Governmental 

700 

100-250 

5 

30 

Federal   Government  Accountants 

8,000 

100-250 

5 

24 

Purchasing 

Association 

Financial   Executives   Institute 

7,500 

+1  million 

35 

43 

Hospital   Financial   Management 

12,000 

500-900 

25 

28 

Association   Inc. 

Institute  of  Internal   Auditors 

8,000 

500-900 

22 

33 

Insurance  Accounting  and 

1,200 

n/a 

5 

46 

Statistical   Ass'n. 

companies 

National  Association  of  Accountants 

70,000 

+1  million 

95 

58 

National  Association  of  Enrolled 

50 

10-15 

1 

14 

Federal   Tax  Accountants 

National  Association  of  Hotel - 

1,600 

10-25 

2 

21 

Motel   Accountants 

National  Association  of  Minority 

CPA  Firms 

55 

10-25 

2 

3 

(1)     as   listed   in  national  Trade  and  Professional  Associations 

companies 

of  the  United  Siates^Columbia  Books   Inc.,  Washinoton  (l.C. 
Vol.    IX,   1971  $15.00 

National   Ass'n  of  State  Auditors 
Comptrollers  and  Treasurers 

175 

n/a 

1 

58 

*  Holds  annual  meetings  with  the  American  Institute  of  Cer 
Public  Accountants 

.if  icd 

National  Association  of  State 
Boards  of  Accountancy  * 

800 

50-100 

5 

67 

**  Sponsored  by  the  Municipal   Finance  Officers  Association  of  the 

United  Stated  and  Canada 

National    Committee  on  Government 

15 

(MF0A) 

11 

40 

Accounting  ** 

committees 

National   Society  of  Public 

15,000 

500-900 

25 

29 

Accountants 

28 

Society  of  Insurance  Accountants 

500 

__.  I?:!*. 

__! 
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*  As  noted  above,  there  are  more  national  professional  accounting 
associations  (20)  than  there  are  national  professional  purchas- 
ing associations  (6) .   The  ratio  of  membership  in  these  respec- 
tive groups  (9  to  1)  is  three  times  as  great  as  the  ratio  of 
associations  (3  to  1).   Again  it  appears  that  the  national 
professional  accounting  associatiosn  are  more  attractive  to  the 
relevant  practicioners .   Larger  membership  provides  geometric 
increases  in  the  number  of  contacts  by  all  segments  of  the 
society  with  the  'professional'  work  and  orientation  of  the 
group  and  thus  increases  recognition. 

*  A  review  of  the  names  of  the  associations  indicates  more 
diversity  of  interest  and  a  higher  degree  of  specialization  in 
the  accounting  group.   These  'specialty'  associations  appear  to 
be  supplementary  to  (rather  than  divisive  within)  the  main  body 
of  professional  accounting  associations.   This  conclusion  is 
supported  by  the  observations  that  sixty  nine  percent  (69%)  of 
the  total  membership  shown  are  affiliated  with  the  tx/o  (2)  largest 
and  broadest  based  associations.   When  the  four  (4)  largest  (still 
broad  base)  associations  are  considered,  we  find  they  hold  eighty 
two  percent  (82%)  of  the  total  membership. 

*  A  similar  analysis  of  the  national  professional  purchasing  associ- 
ations shows  that  seventy  one  percent  (71%)  of  the  total  member- 
ship shown  is  affiliated  with  the  single  largest  association 

and  eighty  six  percent  (86%)  of  the  total  membership  with  the  two 
(2)  largest  associations.   Association  names  in  this  case  generate 
an  impression  of  more  basic  similarity  than  in  the  accounting  array, 

*  On  a  comparative  basis  the  degree  of  concentration  of  membership 
in  a  small  number  of  associations  is  about  the  same. 


Largest 

Associations 

(1) 

Associations 

(2) 

Members 

Number 

%   of  Total 
(Col.l) 

Members 

%   of     Total 
(Col. 2) 

Accounting 
Purchasing 

20 
6 

240,275 
26,725 

2 
4 

1 
2 

10 
20 

16.5 
33 

165,000 
195,000 

19,000 
23,000 

69 
82 

71 
86 

The  professional  association  staffs  of  accounting  associations 
appear  to  be  generally  larger  than  those  of  purchasing  associa- 
tions.  Uhen  the  Member-Staff  Ratio  (i.e.,  number  of  members  for 
each  staff  position)  is  considered,  the  range  of  coverage  is  greater 
in  the  accounting  group  at  to    l3600   than  in  the  purchasing  group 
at  140  to  950. 
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Comparative  average  coverage  is  more  similar,  with 

387   members  per  accounting   staff  member  and  398   members 

per  purchasing   staff  member. 

*  National  professional  accounting  associations  appear  to  be 
relatively  more  affluent  than  purchasing  associations. 
Accounting  association  budgets  are  more  frequently  larger; 

Budget  Size 
Distribution 

(Thous.    $) 

+1,000 
500-900 
250-500 
100-250 

50-100 

25-50 

10-25 
not   available 

*    The   average  budget    for   the  accounting   group   is    computed  at   $430^000, 
per  year  and   for   the  purchasing  group   at   $3353000.per  year.      Rased 
on  these   figures;   fourty  four  percent   (44%)    of   the   accounting 
group   reporting  have  above  average  budgets   and  fifty  six  percent 
(56%)have  below  average  budgets. 


Numt 

>er 

of 

Associations 

Accounting 

Pur 

chasing 

3 

0 

3 

1 

1 

0 

1 

3 

3 

0 

0 

0 

5 

1 

4 

1 

re- 


Ry  comparison,  twenty  percent  (20%)  of  the  purchasing  group 
porting  have  above  average  budgets  and  eighty  percent  (80%) 
have  below  average  budgets. 

*  When   the   Rudget-Staff   Ratio    (i.e.,    the  number   of  budget    dollars   per 
association   staff  member)    is    considered   the   range   is   again  much 
wider   in   the   accounting   group   at   $23800.    to   $1003000.    than   in   the 
purchasing  group   at   $33000.    to   $503000.    This    diversity   is    lessened 
when   the   average   ratio  is    considered  since    this   average   is   $333400. 
for   the   accounting  roup   and   $393600.    for  the  purchasing  group. 

*  In  examining   the   Rudget-Member  Ratio    (i.e.,    the   number   of  budget 
dollars   per  member)   we   again   find  a  wider  range   among  the  national 
professional   accounting   group    at    $11.    to    $455.    than   among   the 
national  professional  purchasing   group   at    $63.    to   $357.      In   terms 
of   average  Rudget-Member  Ratio,    the   accounting  group   stands   at    $104. 
per  member  and  the  purchasing  group   at   $153.    per  member. 

Although  membership    fee   structures   vary  widely   from  organization 
to  organization,    and  total   organizational  income   is  not   entirely 
dependent    on    these    fees,    it   is    interesting   to  note    that   the   average 
Rudget-Member  Ratio   for  both    the   accounting    ($104.)    and  purchasing 
($153.)    groups    is   well   above    the   average   individual  membership    fee 
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for  all  national  professional  associations  of  about  $32.   Seventy 
five  percent  (75%)  of  the  accounting  associations  listed  and  one 
hundred  percent  (100%)  of  the  purchasing  association  were  above 
the  national  average  fee. 

*  The  ages  of  national  professional  accounting  associations  range 
from  3  to  88  years   and  their  average  age  is  38  years.      By  com- 
parison ages  of  national  professional  purchasing  associations 
range  from  15  to  59  years   and  their  average  age  is  33  years. 

In  both  groups,  the  oldest  associations  have  the  largest 
memberships  and  the  largest  budgets,  implying  that  per- 
serverance  and  experience  are  contributing  factors  to 
association  growth  and  well  being. 

Finally,  with  two  exceptions,  no  new  organizations  have 
been  established  in  the  past  fourteen  (14)  years.   Ap- 
parently the  vast  majority  of  professional  practitioners 
interested  in  joining  can  find  some  satisfactory  affiliation 
within  the  present  array  of  organizations. 


In  summary,  these  observations  show  more  similarities  between  the  two 
groups  than  differences.   If  the  accounting  group  is  more  widely  recognized 
and  accepted  as  a  profession  then  the  similarities  demonstrated  clearly  in- 
dicate that  purchasing  has  the  essential  ingredients  and  potential  for 
equally  wide  recognition  and  acceptance  as  a  profession. 

One  major  difference  must  be  noted.   Within  the  professional  account- 
ing group  the  concept  and  definition  of  knowledge,  skills,  disciplines  and 
occupations  directly  related  to  the  profession  is  much  broader  and  more 
inclusive.   It  is  to  the  credit  of  this  profession  that  the  practicioners 
in  a  wide  variety  of  'speciality'  branches  accept  this  broad  definition. 

By  contrast  there  exists  within  the  professional  purchasing  group  a 
significant  problem  with  the  concept  and  definition  of  knowledge,  skills, 
disciplines  and  occupations  directly  related  to  the  profession.   Returning 
to  the  very  first  footnote  in  this  report  indicates  that  purchasing  is 
called  by  many  other  names  in  order  to  adequately  reflect  the  total  con- 
cept developed  by  professional  practicioners  in  the  field.   For  the  most 
part  the  "birth  to  death  -  flow  and  control  of  goods  and  services"  is 
widely  accepted  by  all  the  sub-discipline  groups  (e.g.,  purchasing,  pro- 
curement, material  management,  logistics,  quality  control,  inventory  con- 
trol, transportation,  warehousing  etc.).   However,  there  is  a  marked  ten- 
dency on  the  part  of  most  sub-disciplines  to  consider  themselves  the 
central  functional  point  in  the  concept  -  from  which  all  else  follows. 
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If   the   accepted  concept   and  scope   of  the  purchasing  profession  were 
an   operating  reality,    and  all  relevant  sub-disciplines  were   included  under 
one  professional  heading,    Table    2    on   the   purchasing  side  would  include    ten 
(10)    additional  national  professional   associations  with   an   additional  mem- 
bership  of  seventy  seven   thousand    (77,000). 

To  make    the   accepted   concept   an   operational   reality  would   require 
considerable   statesmanship   and  the   expenditure   of  resources   not  now  at 
the   command  of   any   of  the  potential  participants.      Nonetheless,    the  mag- 
nitude  of    the   positive   economic   and  professional    impact    of  such   an  effort 
makes   the  effort  worth  pursuing. 

Turning   from  the  more   general   data  to  particular  organizations   it   is 
useful   to   compare   the  American   Institute   of  Certified  Public  Accountants 
directly  with   the  NIGP. 

The  American   Institute    of   Certified  Public  Accounts    is   the   predominant 
national  organization   in   the   accounting   field.      A  cursory   analysis   of   twenty 
of   the  national  accounting  organizations   listed  in  the  National  Trade  and 
Professional  Associations  of  the   United  States,   Vol  IX,    1974,  Columbia 
Books  Inc.    Washington,    D.C.    shows   that   of   240,275   individuals  who  are  mem- 
bers  of  professional  accounting  associations,    95,000   or   thirty-six  percent 
(36%)   belong  to  AICPA.      Further,    of   112,400   individuals  who  are  members   of 
professional  associations    related   to  public  accounting,    eighty-five  percent 
(85%)    are  members    of  AICPA.       (A  summary   of  pertinent   information   about   the 
AICPA  is   presented   in  Figure   6). 

This  numerical  predominance   is   a   clear  indicator  of   a  strong   organi- 
zation.     The  major   factors   or   conditions   generating  and  maintaining   this 
strength   include; 

1.  The  role  of  the  professionally   certified  practitioner  within 
the  business  and  economic  structure  of  the  United  States.      The 
work  of   these  practicioners   has    direct   and   critical  effect   on   the 
financial  health   of   a  vast  number   of    commercial   and   industrial 
organizations.      For  example,    the  end  product   of   a   certified 
pracicioner's  work   is    frequently   a  controlling   factor  in   a  given 
organizations    success    in   issuing    (se    ling)    bonds    or   common  stock 
or  in  various    types    of    litigation. 

2.  A  national  association  structure  based  on  strong,   somewhat  in- 
dependent state  associations,    combined  with  well-defined,   com- 
plementary functions   assigned  to  the  national  and  state  associa- 
tions.     This    structure   fosters  wider  opportunities    for  indivi- 
dual and  professional  growth   at   the    local   level  and  assures 
total  activity  relevant   to   the   individual  practitioners.      In 
addition,    the   overall  structure   strongly   resembles   the  nation's 
federal  system  of   government.      Tradition   and  environment  hold 
that   the  national   federal  system  is  valid   and  successful,    thus 
the   individual  practitioner   can   readily  accept   and  work  within 
an   association   structure  which   imitates   it. 
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THE  AMERICAN  INSTITUTE  OF  CERTIFIED  PUBLIC  ACCOUNTS: 
AN  OUTLINE  OF  STRUCTURE  AND  OPERATIONS 


*  The  AICPA  has  a  history  of  some  eighty  years,  and  most  state 
organizations  are  equally  as  old.   During  this  time  there  has 
been  a  gradual  increase  in  the  recognition  and  acceptance  of  the 
CPA  certification  and  CPA  organizations.   Originally  state  organi- 
zations were  highly  independent.   These  state  organizations  devel- 
oped, administered  and  graded  their  own  certification  examinations. 
Qualifications  from  state  to  state  were  diverse  and  there  was 
minimal  state  to  state  reciprocity  on  certification.   Acceptance 
and  recognition  grew  in  proportion  to  the  uniformity  and  univer- 
sality achieved  in  the  program. 

*  AICPA  is  a  large  central  professional  association  which  works 
closely  with  state  associations  which  are  almost  totally  autono- 
mous, e.g.,  state  association  membership  is  not  required  for 
national  membership  and  vice-versa. 

*  The  relationships  between  state  associations  are  generally  good; 
however  there  are  some  problems  in  reciprocity  of  certifications 
between  given  states  despite  the  fact  that  the  AICPA  develops 
and  administers  all  certificate  examinations. 

*  The  governing  structure  of  AICPA  is  an  association  of  delegates  and 
members  at  large.   These  delegates  are  chosen  through  a  variety  of 
means  by  the  state  associations  (most  frequently  by  state  election 
or  through  an  ex-of  fic.io  structure)  .   Members  at  large  are  elected 
on  a  national  basis.   The  number  of  delegates  from  each  state  is 
determined  by  the  number  0f  members  in  the  state  association.      The 
ongoing  work  is  carried  out  by  the  Board  of  Directors  and  officers 
of  AICPA.   There  are  eighteen  (18)  members  of  the  Board  of  Direc- 
tors and  a  number  of  salaried  officers.   Election  to  the  Board  is  by 
vote  of  the  General  Council  as  recommended  by  the  Council's  Nominat- 
ing Committee. 

*  AICPA  develops  and  grades  the  examination  for  certification.   The 
AICPA  and  other  state  organizations  administer  the  examination  and 
award  a  state  certificate  to  those  who  pass  the  national  examina- 
tion. 

*  Uniformity  and  universality  were  gained  by  initially  setting  broad 
national  qualification  parameters  and  gradually  raising  and  tighten- 
ing the  qualification  requirements. 

*  There  has  been  a  continuing  dialog  over  the  past  twenty  (20)  years 
as  to  whether  or  not  the  state  associations  should  become  chapters 
of  the  national  association.   A  consensus  has  not  yet  been  reached. 


Figure  4. 
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THE  AMERICAN  INSTITUTE  OF  CERTIFIED  PUBLIC  ACCOUNTS: 
AN  OUTLINE  OF  STRUCTURE  AND  OPERATIONS 
(Continued)  . 

There  is  a  continuing  and  heavy  emphasis  on  service  to  the  state 
organizations.  AICPA  has  a  Department  of  National-State  Relations 
which  functions  as  the  day  to  day  communication  agency  with  the 
fifty-four  (54)  state  association  units.   All  national  communica- 
tions on  activities,  programs  and  problems  flow  through  this  Divi- 
sion.  Since  there  are  many  large  functional  divisions  in  AICPA 
(e.g.,  Examination,  Publications,  Education  and  Training,  Pro- 
fessional Practice  Standards,  Membership,)  the  single  division 
contact  system  eliminates  or  reduces  multiple  and  confusing  com- 
munications to  the  state  associations  and  enhances  orderly  re- 
sponse and  cooperation  from  them. 

Mergers  and  splinter  groups  dot  the  history  of  AICPA.   A  major 
step  forward  for  the  present  organization  was  the  merger  with  the 
second  largest  (AICPA  was  first  largest)  and  second  most  influential 
public  accounting  professional  association  a  number  of  years  ago. 
This  merger  combined  resources,  eliminated  competition,  and  made 
the  national  organization  more  useful  and  thus  more  attractive  to 
the  state  organizations . 


Splinter  groups  continue  to  develop  from  time  to  time.   The  average 
life  of  these  groups  has  been  about  ten  (10)  years.   They  have  his- 
torically lacked  any  sustaining  impact,  and  have  eventually  returned 
to  the  parent  organization.   However,  negotiation  and  concession 
were  frequently  part  of  the  reassimilation  process. 

*  A  major  factor  in  the  success  of  the  certification  program  is  the 
requirement  in  each  state  than  an  individual  must  be  certified  by 
the  state  CPA  organization  in  order  to  obtain  a  license  to  establish 
and  conduct  a  public  accounting  business. 

*  Another  major  factor  in  the  success  of  the  national  and  state  CPA 
organizations  is  the  full  and  careful  attention  given  to  education, 
professional  development  and  training.   For  example,  AICPA  devotes 
about  forty-five  percent  (45%)  of  its  annual  budget  to  continuing 
education. 

*  The  AICPA  is  on  generally  good  terms  with  all  the  other  national 
professional  accounting  associations. 

*  In  regard  to  the  National  Society  of  Public  Accountants,  AICPA 
policy  -is  somewhat  more  fixed.   NSPA  is  attempting  to  convince 
state  legislatures  throughout  the  nation  that  there  should  be  a 
second  license  for  public  accounting  practice  which  would  be 
based  on  qualification  by  NSPA.   This  license  would  be  somewhat 
less  than  the  present  CPA  license  arrangement  in  terms  of  practices 
which  may  be  carried  out  in  the  course  of  the  public  accounting  work, 
The  AICPA  thinks  the  present  CPA/ license  system  is  adequate. 

Figure  5  . 
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3.     Success  in  gaining,   in  each  state 3    legislative  recognition  of 
the  association's   certification  to  the  extent   that  public 
accountants  must  be   licensed  to   do  business   in   the   state   and 
that   a  certification   from  the   state   CPA  association   is   a  legal 
requirement  prior   to   acquisition  of  such   a   license. 

4.     Success  in  gaining  vecognition  of  i^he  premise   that  accounting 
in  general  and  ■public  accounting  as  a  special  discipline  are 
valid  and  necessary  subjects  of  instruction  by  institutions  of 
higher  learning  throughout  the  nation. 

It   seems   reasonable   to    conclude   that    the   scucess   in   gaining  the   im- 
portant  recognition  described  in   factors    3  and   4   above  was    aided  sub- 
stantially by   the  basic  role   of   the   accounting  practicioners    described 
in   factor  1.      Once   this   recognition  was    gained,    it,    in   turn,    functioned 
to  reinforce   and  enhance   the  practicioner' s   role. 

Applying  these  points    to    the  NIGP  produces    the    following  analysis. 

1.     The  major  factor  was   the  gradual  acceptance  of  the  standards  of 
practice  developed  and  promoted  by  AICPA.      This  generated  uniformity  and 
filled  an  important  business  sector  need. 

NIGP  has    developed,    and   to   some   extent   promoted,   highly  professional 
standards   of  practice   and  ethics.      This  body   of  knowledge   is    generally 
in   agreement  with   the  professional  practices   position   of   other  national 
professional   purchasing   associations. 

Gradual   is    a   significant  word   in   the   above   statement.      Although   it 
is  not   an   exact   time    frame    it    takes    into    account    the   inter-    and   intra- 
organizational   difficulties   in   setting  standards    of   any  kind.      In   addi- 
tion we  were  unable   to   assess    the  progress  made   bv  AICPA  at    the   thirty 
(30)    year  mark   in   its   eighty-eight    (88)    year  history. 

Even  so,    a  major   difference   is    that  AICPA  standards   of   practice  have 
been  extensively   and  minutely   articulated  in   a  formal  published  manner 
so    that   this  body   of  knowledge   is   readily   available   to   all  practicioners, 
students,    and  society   in   general.      The  NIGP   standards    of  practice  have 
not  yet  been   fully   assembled  in   one   place,    organized,    formally   and   fully 
articulated  or  published    (e.g.,    there   is   presently  no  basic   reference 
text   on   local  governmental  purchasing).      The  body   of  know ledge   in   this 
instance   is    fragmented  and  not   readily   available.    Because   there   is  no 
tangible,    definitive   focal  point   for  the  effort,    the   promotion   of   stan- 
dard practice   extremely   difficult. 

Further  professionalization  of  purchasing  requires    that    the   above 
condition  be   remedied  by   clearly   defining   the  body   of  knowledge   related 

*     Those  unfamiliar  with   the  NIGP   are   referred   to  At  Your  Service   available 
from  National  Institute   of   Governmental  Purchasing,    1001   Connecticut  Ave, 
N.W.,   Washington,    D.C.,    or   to  the  material  reproduced  as   Paper  5   in   the 
background   documentation. 
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to  governmental  purchasing  and  formally  articulating  current  and  new 
standards  of  practice.   This  is  a  large  piece  of  work.   Perhaps  the  best 
first  step  for  NIGP  is  to  develop  and  establish  an  organizational  struc- 
ture with  which  to  begin  the  job. 

2.  The  national  organizational  structure  permits  locally  oriented 
state  associations  considerable  latitude  for  action.     Individual  member- 
ships are  an  important  and  positive  factor  in  this  structure. 

NIGP  at  present  has  a  highly  centralized  organizational  structure 
which  causes  it  to  appear  more  remote  from  a  large  portion  of  practi- 
tioners than  it  should  be.   The  jurisdictional/agency  head  representa- 
tive membership  structure  further  aggrevates  this  situation. 

Assuming  that  the  best  alternative  for  the  professionalization  of 
purchasing  is  improving  individual  performance,  and  the  best  generator 
of  improved  performance  is  the  national  professional  purchasing  associ- 
ation, such  distancing  is  quite  undesirable. 

NIGP  has  within  its  present  membership,  professional  practitioners 
in  every  geographic  area  of  the  United  States  and  Canada.   Many  of  these 
practitioners  are  founders  and/or  prime  movers  of  local  or  state  associa- 
tions of  governmental  purchasing.   These  local  associations  are  not 
affiliated  with  NIGP,  nor  is  it  suggested  here  that  they  so  affiliate. 
They  are  mentioned  to  suggest  that  the  ingredients  for  a  more  regionalized 
NIGP  structure  are  present.  A  correlative  consideration  is  membership  in 
NIGP. 

Changes  in  current  NIGP  structure  to  establish  policy  for  and  im- 
plementation of  state  or  regional  organizations,  and  include  some  provi- 
sion for  individual  mambership  dues  in  the  total  dues  system,  would 
increase  the  organization's  ability  to  develop  its  professionalization 
efforts. 

3.  The   public  acceptance  of  the  importance  of  Certified  Public 
Accountants  has  been  vital  to  the  growth  and  health  of  AICPA  and  the 
state  CPA  associations. 

Although  the  discussion  of  categories  of  professions,  the  role  of 
the  purchasing  executive  and  improving  individual  performance  have 
touched  the  fringes  of  the  public  acceptance  of  the  importance  of  the 
purchasing  profession,  it  nonetheless  seems  reasonable  to  conclude  that 
professional  purchasing  is  hardly  a  household  word.   Purchasing  has 
been  and  is  a  low  profile  profession. 


36 


F-3431 

Glamour  and  public  approval  are  not  essential  ingredients  in  the 
work  of  professional  purchasing  practitioners,  nor  is  there  any  tendency 
of  this  group  to  seek  the  same.   The  critical  groups  are  higher  -manage- 
ment, legislatures,  and  the  sales,  engineering,  research  segments  of  private 
enterprise.   Recognition  here  helps. 

One  negative  connotation  of  the  present  low  profile  is  that  it 
functions  as  one  of  the  inhibitors  of  the  establishment  of  sound  and 
comprehensive  undergraduate  and  graduate  courses  in  colleges  and  uni- 
versities.  At  the  present  time  the  positive  and  creative  aspects  of 
a  career  in  professional  purchasing  are  not  well  enough  known  nor  widely 
enough  known  to  generate  any  measurable  demand  for  courses  from  students, 
industry  or  government. 

This  condition  needs  correction.   A  professional  purchasing  career 
information  program  should  be  developed  and  vigorously  applied  to  both 
institutions  of  higher  learning  and  the  students  and  prospective  students 
of  these  institutions. 

Such  a  program  is  logically  and  appropriately  the  task  of  the  national 
professional  associations  and  would  be  most  effectively  accomplished 
through  a  cooperative,  cohensive  effort  of  all  such  associations.  This 
report  will  be  given  to  the  NIGP  Board  and  Staff  and  will  hopefully  serve 
as  a  focus  for  discussion  of  future  initiative. 


THE  UNMET  SERVICE  NEEDS  OF  THE  PURCHASING  PROFESSION 

While  certification  and  training  related  to  certification  are  in- 
tegral to  prof essionalization,  the  provision  of  services  and  continuing 
education  is  of  almost  equal  importance.   This  topic  was  evaluated  in 
two  separate  surveys:  An  Innovation  Survey  of  NIGP  Membership*   and  the 
National  Institute  of  Governmental  Purchasing  Survey  as  Technical  Assis- 
tance Alternatives.  ** 

The  first  of  these  surveys  was  designed  to  verify  the  conclusions 
of  the  prior  study  on  general  areas  for  support  and  development:  the 
second  complemented  the  first  by  gathering  data  on  the  need  for  specific 
service  programs  and  preferred  service. 


The  Innovation  Survey  of  NIGP  Membership+ 

This  questionnaire  contained  topics  which  were  either  directly  or 
indirectly  related  to  the  'purchase  of  innovation1  and  to  the  procedures 
for  accomplishing  such  purchases.   Since  the  purchase  of  'innovation'  or 
anything  else  requires  some  basic  ongoing  concerns,  outlooks,  policies 
and  techniques,  the  responses  here  give  some  broader  insights  to  needs 
for  enhancement  of  individual  performance  and  thus  for  professionaliza- 
tion. 


*  See  Appendix  A  for  a  copy  of  the  questionnaire. 
**  See  Appendix  B  for  a  copy  of  the  questionnaire. 
+   About  750  respondents. 
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The  questionnaire   asks    the  primary  question  "SHOULD  THIS   TOPIC  BE 
INCLUDED   IN   FUTURE  NIGP   PROGRAMS?",    followed  by    thirty   one    (31)    topic 
statements.      Respondants  were   asked   to  answer   the    'inclusion'    question 
for  each   topic.      Choices   of   response  were' 

0  =  No  opinion 

1  w  Definitely "Not 

2  =  Perhaps  -  It  might  be  useful 

3  =  Yes  -  It  would  be  useful 

4  =  Definitely  Yes  -  Serious  need  for  this  infor- 

mation exists 

The  results  are  summarized  in  Tables  3  and  4.   Table  3  provides  a 
rank  tabulation  of  the  items  selected  for  investigation  and  Table  4  re- 
lates the  responses  to  the  recommendations  developed  in  the  course  of 
the  prior  study. 


A  Summary  of  the  Responses  to 
The  Innovation  Survey  of  NIGP  Membership 


Response 
Percentage 


Rank  Topic  Yes    No-Perhaps 

Highly  Desirable 

1.  Approaches  to  cooperative  purchasing 

2.  Increasing  professionalism  in  purchasing 

3.  Development  of  common  specifications 

4.  Improving  the  image  of  the  municipal  market 

5.  Approaches  to  joint  purchasing 

6.  Methods  of  experimentation  in  purchasing 
products,  -  methods  and  procedures 

7.  Approaches  to  cooperative  testing 

8.  How  to  increase  the  number  of  responses  to 
bid  requests 

9.  The  Federal  Government  services  and  resources  80.0 
to  aid  technological  innovation 

10.  Development  of  Federal  specifications  to 
aid  in  converting  from  "low  bid"  to  "low 
cost"  procurement 

11.  Methods  of  evaluating  governmental  needs  for   76.2    23.8 
products,  methods  and  procedures 

Table  3 
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19.0 
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80.0 

19.1 
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Response 

Percentage 

Yes 

No-Perhaps 

76.1 

23.9 

74.6 

25.4 

76.6 

25.4 

74.6 

25.4 

73.0 

27.0 

69.9 

30.1 

69.8 

30.2 

Rank  Topic 

12.  Elimination  of  unrealistically  lov7  fixed 
dollar  limits  on  advertised  or  open  bids 

13.  Development  of  uniform  procurement  regu- 
lations 

14.  How  to  improve  communication  between 
government  and  industry 

15.  New  products  with  potential  municipal 
applications 

16.  Vendor  qualification  programs 

17.  Development  of  target  specifications 

18.  Role  of  purchasing- related  organizations 
and  associations 

19.  Methods  of  coordination  between  purchasing  68.3     31.7 
and  other  municipal  functions 

20.  The  organization  of  buyer- vendor  seminars   61.9     38.1 

Marginally  Desirable 

21.  Market  aggregation  techniques  in  govern-   5  7.1     42.9 
mental  purchasing 

22.  The  voluntary  standards  system  54.0     46.0 

23.  Assessing  the  potential  impact  of  innova-   52.4     47.6 
tions 

24.  Major  investment  in  technologies  for  long  50.8     49.2 
Lerm  governmental  savings 

25.  Uider  publication  of  bids  49.2     50.8 

26.  How  to  contract  for  research  and  develop-   47.6     52.4 
raent  for  meeting  municipal  needs 

27.  The  role  of  trade  associations  in  42.9     57.1 
municipal  purchasing 

28.  Utilizing  the  capital  budget  for  the  pur-   38.3     61.7 
chase  of  technological  innovation 

29.  Using  the  operating  budget  for  purchase  of  38.1     61.9 
technological  innovation 

30  Fiscal  methods  for  reducing  risks  of  pur-   33.4     66.6 
chasing  technological  innovation 

31  Use  of  venture  capital  market  for  the  pur-  22.3     77.8 
chase  of  innovation 


Table  3 
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The   responses   indicate   a   continuing   concern   about   day   to   day,    in- 
house   activities,   which   re-enforces    this    report's   emphasis   on   individual 
performance   and  its    direct   or  indirect   improvement.      Wiile   there   is    con- 
cern  about   good  business    relationships    and   good  working   relationships 
with   the   industrial   and   commercial   firms   which   supply    the   jurisdictions' 
needs,    it   is  believed   that    current  widespread  shortages   of  materials    and 
supplies    and   the   resultant   "seller's  market"    gave    this    response    area   a 
higher  priority. 

Federal  assistance,  particularly  in  technical  areas  (Table  4,  items 
1,  3  and  5)  considerable  favor  and  prof essionalization  and  professional 
activity  received  a  strong  but  lower  priority  response  than  the  preceding 
topic  areas.   In  this  latter  instance  the  topic  was  presented  in  rather 
general  terms  and  the  lack  of  specific  prof essionalization  examples  and 
programs  affected  response  to  some  degree. 


The  National  Institute  of  Governmental  Purchasing  Survey  on  Technical 
Assistance  Alternatives* 

This  survey  was  designed  to  elicit  preference  responses  from  pur- 
chasing officials  on  selected  forms  of  technical  assistance  which  might 
be  available  in  the  future. 

A  profile  of  respondents  shows: 

1.  Over  ninety  percent  (90%)  of  those  responding  were  full 
time  public  purchasing  executives  or  managers. 

2.  Over  one  half  of  the  respondents  worked  for  cities,  with 
the  remainder  working  for  school  boards  and  counties  in 
about  equal  number. 

3.  All  respondents  purchased  goods  and  services  in  the  operating 
budget  expenditure  category  and,  over  seventy  five  percent 
(75%)  also  made  purchases  in  the  capital  and/or  educational 
categories . 

4.  The  average  number  of  purchasing  organization  employees  was 
between  11  and  20,  with  heavy  groupings  in  the  2  to  5  and  over 
50  categories. 

5.  Most  respondents  spent  an  average  of  $20,000,000.  in  operating 
funds  and  well  over  $30,000,000.   in  capital  funds  for  their 
jurisdiction. 

6.  In  terms  of  in-house  activity,  the  respondents  had  the  following 
annual  averages 


*   Same  sample  and  response  as  preceding  survey. 
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Contracts  1,104 

Purchase  Categories  382 

Purchase  Orders  18,500 

Responses  to  Bids  5 

Seven  (7)  technical  assistance  alternatives  were  explored  in  the 
questionnaire.   They  were: 

1.  Automated  Information  System 

2.  Seminar  Training  Program 

3.  Direct  Technical  Assistance 

4.  Purchasing  Consultant  Services 

5.  Technical  Assistance  Magazine 

6.  Industry-Oreinted  Program 

7.  Model  Purchasing  Forms,  Procedures  and  Department 
Organization 

The  preferences  of  the  respondents  related  to  these  alternatives 
are  summarized  in  the  following  sub-sections,  the  last  of  which  is  an 
over-all  comparison 


Automated  Information  System:      A  computerized  system  that  would 
provide  on  request  data  on  standards  and  specifications  for  pro- 
ducts and  services,  and  information  on  non-standard  services. 
This  would  be  linked  directly  to  your  office  via  telephone 
operators  and/or  a  teletype  terminal  at  n_o  cost  to  vou. 

1.  Over  ninety  five  percent  (95%)  of  respondents  would  prefer  that 
the  information  they  request  about:  products  be  in  writing  as 
opposed  to  oral  responses. 

2.  In  selecting  product  information  which  would  be  available  through 
an  automated  information  system: 

*  Over  fifty  percent  (50%)  preferred  detailed  descriptions 
of  all  competitive  products 

*  The  next  most  preferred  type  of  information  (25%)  was 

a  list  of  specific  manufacturers  who  produced  a  product 
along  with  detailed  information  to  aid  in  product  compari- 
son 

3.  Respondents  preferred  a  system  related  to  operating  budget  items 
as  opposed  to  one  related  to  capital  budget  items.   This  pre- 
ference was  in  a  ratio  of  2  to  1. 

4.  The  preference  ratio  rose  to  3  to  1  when  a  choice  between  stan- 
dard and  non-standard  system  content  was  made. 
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In  selection  of  information  relating  to  specifications 
within  an  automated  system,  preferences  were  equal  for: 

*  A  set  of  standard  specifications 


* 


A  complete  list  of  specification  parameters  for  use  in 
writing  jurisdictional  specifications 


In  a  ratio  of  A  to  1  respondents  would  prefer  the  system  to 
be  product  related  as  opposed  to  provision  of  information  on 
services . 

Respondents  indicated  that  one  half  of  the  inquiries  to  the 
system  would  require  same  day  response.   A  maximum  responsive 
period  of  three  weeks  would  suffice  for  the  remaining  half 
of  the  inquiries  made. 

Ninety  eight  percent  (98%)  of  the  respondents  are  not  now 
using  any  type  of  automated  product  -  specification  system. 


Seminar  and  Training  Program:   A  series  of  basic,  intermediate 
and  advanced  seminars  and  training  programs  on  purchasing. 
These  would  be.  designed  for  persons  \\7ith  varying  levels  of 
experience  and  training  in  purchasing  and  would  be  conducted 
at  several  centers  throughout  the  country.   They  would  take 
approximately  one  week  each. 

Slightly  over  fifty  percent  (50%)  of  the  respondent  organi- 
zations never  sponsor  in-house  seminars  on  purchasing.   Thirty 
five  percent  (35%)  of  the  remaining  respondents  sponsor  such 
seminars  only  occasionally. 

About  sixty  percent  (60%)  of  the  respondent  organizations  sponsor 
an  educational  aid  plan  related  to  a  purchasing  career.   The 
remaining  forty  percent  (40%)  do  not. 

If  an  educational  aid  to  career  plan  were  widely  offered  and 
available,  eighty  eight  percent  (88%)  of  the  respondent  organi- 
zations would  provide  one  week's  paid  leave  and  transportation 
costs  for  all  attendees. 

Ninety-two  percent  (92%)  of  all  respondents  indicated  that  en- 
dorsement by  the  National  Institute  of  Governmental  Purchasing 
would  make  courses  more  attractive  to  them. 

A  course  length  of  one  week  was  felt  to  be  about  right  by  three 
(3)  of  every  four  (4)  respondents.   The  rest  felt  that  a  week 
was  too  long. 
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6.  In    choosing  between   seminar   and   correspondence    course   pre- 
sentation method,    the   vast  majority   of   respondents   preferred 
the   seminar    format. 

7.  Stressing   the   individual   performance    factor   in   evaluating    the 
usefulness    of   training  seminars,    the  practitioners   responded 
as    follows ; 

Percentage  of  Response 
Ways  Seminars  Would  Help  YES  NO 

It  would  help  you  in  performing  specific  96.9  3.1 

tasks  in  purchasing  more  efficiently  and 

effectively 

It  might   leoA  to  a  salary  increase  35.4  64.6 

It  might   lead  to  additional  responsibilities       55.4  44.6 

and/ or  promotion 

8.  Primary   responsibility   for   development   and  presentation   of 
training   seminars  was    felt    to  be   best   placed  with   a   combina- 
tion  of   university  professors    and  experienced  public  purchas- 
ing  officers.      There  was   also   some    desire   to   include   experienced 
public   officials    in    fields    other   than   purchasing  -   as   minority 
participants . 

Industrial   participation  in    the   seminars   was    favored  by   seventy 
five  percent    (75%)    of   the   respondents. 

Two    (2)    out    of   every   three    (3)    respondents    favored   a   system  of 
salaries    and  promotions    tied   in    closely  with   the   seminar   train- 
ing program. 


Direct  Technical  Assistance:      A  service   available   to  your  office 
to   assist  with  particularly   difficult   technical   problems    associ- 
ated with   purchasing.      Services   would   inlcude    the  writinp   of   com- 
plex specifications,    providing  engineering  and   technical  evalua- 
tions,   as  well   as    the   actual   purchase    of  hard-to-get   items    and 
services . 

1.  About    fifty   percent    (50%)    of    the    responding  jurisdictions    con- 
tract  out   some    technical  work    (e.g.,    specification  writing, 
engineering   evaluation,    and   testing)    and   forty-five   percent 
(45%)    do  not. 

2.  Sixty-five   percent    (65%)    of    the    respondents    felt    direct    techni- 
cal  assistance    as    described   above    could  be    adequately  provided 
by  mail   and   telephone. 
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Technical  Assistance  Magazine:      A  publication  providing  the 
latest  product    and  service   information   available   as  well  as 
articles   on   sources   of   technical   and   financial  assistance 
for  purchasing  activities. 

1.  The  publications  most   relied  on  by   the   respondents    for   infor- 
mation concerning  purchasing   activities,    in   order   of   their 
importance   are; 

The  NIGP  Newsletter 

Government  Product-News 

Journal  of  Purchasing 

Purchasing   (National  Association  of  Purchasing  Management  - 
Regional) 

2.  Summarized  majority  response  from  participants  provided  the 
evaluation  of  the  NIGP  Newsletter  as  follows; 

Form  and  Readability  Very  Good  to  Average 

Use  of  Pictures  and  Diagrams  Poor 

Indexing  Average 

Level  of  Technical  Detail  Average 

Frequency  of  Publication  Average  to  Poor 

3.  None  of  the  respondents  felt  that  any  of  the  current  purchasing 
related  publications  filled  their  need  as  well  as  could  be  done, 
Averaged  evaluations  of  specified  areas  wherein  such  publica- 
tions are  currently  providing  help  are; 

Descriptions  of  new  products        Adequate 

Discussions  of  legal  aspects  of     Adequate 
purchasing 

Feature  articles  on  unique  or       Poor 
outstanding  purchasing  offices 

New  techniques  in  purchasing        Poor  to  Adequate 

Specification  writing  pointers      Poor 

Improving  relations  with  vendors    Poor 

4.  About  half   the   respondents   indicated  a  willingness   to  write 
articles    for  a  purchasing  newsletter. 

5.       If   a  new  purchasing  oriented  publication  were   to  become   avail- 
able,   respondents  would  prefer  it   to  be  a 

-  a  broad  focus    (Government.    Finance,   Management), 

-  technically   oriented, 

-  multi-topic  issue,   publication 
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3.  Frequency   of  need   for  the   above   service  was   estimated  at   an 
average   of  six    (6)    to   ten    (10)    times   a  year. 

4.  In   regard   to  use   of   direct    technical  assistance   on   a   free   as 
opposed   to  nominal   charge  basis,    respondents   preferred   free 
assistance   in   the   following  questionnaire   categories. 

Percent  That  Would  Use 

on  a  on  a 

No  Charge         Nominal  Charge 
Assistance  Areas  Basis  Basis 

Writing  Complex  Bid  Specifications  92.3  47.7 

Providing  engineering  and  technical  67.7  43.1 

evaluations  of  proposals 

Purchase  of  Hard- to- get  items  and  61.5  36.9 

services 

5.  Respondents    rejected    (2   to  2)    the   idea  of   an   annual  service 
contract   for   the   above   technical   assistance  -  even   if   it 
specified  in  general   the   amount   and   level  of  service  support. 

6.  The   average   reasonable    lead   time   for   delivery   of   the   types   of 
technical  assistance  noted   above  was   set  by   the   respondents 
at    three    (3)   weeks. 


Purchasing  Consultant  Services:     Highly   trained  government  and 
business    consultants   would  be    available    at   your   request    to   per- 
form such   tasks    as    troubleshooting  on   specific  problem  areas   or 
helping   to   restructure  your  entire   operation. 

i.      About   seventy   five  percent    (75%)    of   the   respondents  have  not 
brought   in   outside    consultants    to   assist   them  in    the  past    five 
(5)    years.      Twenty    five  percent    (25%)   have   done   so. 

2.  The  vast  majority  (61%)  of  the  respondents  would  use  a  consultant 
only  on  a  no  charge  basis.  The  remaining  respondents  (39%)  would 
be  willing   to  pay   competitive   rates    for   consulting  services. 

3.  Most    (63%)    respondents    felt   that   they  would   use   consultant  ser- 
vices   from  time    to    time.    Another   thirty   percent    (30%)    envisioned 
a  one-shot   use   of   consultant  services. 

4.  Respondents  felt  that  Management  -  Engineering  -  and  Organizational 
Development  skills  (in  that  order)  were  very  important  for  anv  con- 
sultant  that    they  would  use. 
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Industry- Oriented  Programs:     Programs    that  would  be   designed 
to  direct  industry's   attention  to   the  market  needs    of   state 
and   local   governments.      This    could   take   the    form  of  a   federal 
or  state   office   that  would  publicize  your  specific  requirements 
plus    the  potential   advantages   of   doing  business  with  your  office 
in  similar   cases. 

1.  Two    (2)    out   of  every   three    (3)    respondent   organizations   do  not 
have   an   individual  whose  primary  responsibility  is   to  publicize 
bid   requests. 

2.  In  publicizing  bid  requests,    respondents   - 

Frequently  use   public  advertisement   for   goods   and  services 
through  newspapers   and   specialized  publications 

Occasionally  use   telephone   calls    to  prospective  bidders 

Never  or   rarely   use   personal   contact  with  prospective  bidders 

3.  Eighty  six  percent  (86%)  of  the  respondents  would  be  willing  to 
pay  only  a  nominal  fee  for  industry-oriented  programs,  and  five 
percent    (5%)   would  be  willing   to  pay   competitive   rates. 

4.  The  vast  majority   of   respondents    felt   industry-oriented  programs 
would  be  highly   desirable   if  a   thirty  percent    (30%)    increase   in 
bids   received  would  be   a  program  result. 

5.  Respondents    felt   improved  relations  with  private   industry  were 
more   important   in   the   operating  budget   area   than  in   the   capital 
budget   area  by   a   ratio   of    3   to   1. 

6.  Seventy-two  percent  (72%)  of  the  responding  jurisdictions  do 
not  have  a  brochure  which  could  be  used  to  improve  relations 
wi  th   in  dus  t  ry  . 

7.  To  improve   industry   relations,    respondents   felt   that   an   infor- 
mation campaign   including   articles   about   specific   governmental 
needs,    aimed  at   the  media  and   appropriate   industry  publications, 
would  be  vastly  more  valuable   and  effective   than  mail  or  person- 
to-person    campaigns. 

Model  Purchasing  Forms j   Procedures  and  Departmental  Organization: 
A  government-provided  package   that  would   contain   recommended 
forms,    guidelines,    and  organizational  structure   for   a  model   local 
purchasing   office.      These  would  be   designed   to  meet   the  needs   of 
offices    of   differing   sizes   and  range   of   activities. 

1.      Three    (3)    out   of  every    four    (4)    respondents    felt   that   their 

individual  performance,  and  their  departmental  organization  in 
general,  would  benefit  from  a  system  of  model  purchasing  forms 
organized  along   the   lines    described  above. 
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2.  However,  three  (3)  out  of  four  (4)  respondents  would  only 
be  willing  to  pay  no  more  than  a  nominal  fee  for  such  a 
system.   Payment  of  competitive  rates  or  cost  sharing  were 
not  found  to  be  particularly  desirable. 

3.  Seven  (7)  out  of  every  eight  (8)  respondents  felt  it  would 
be  worthwhile  for  the  government  to  sponsor  pilot  projects 
which  would  implement  model  systems  in  various  local  juris- 
dictions throughout  the  nation. 

4.  In  developing  model  purchasing  office  procedures,  respondents 
gave  the  following  ranking  and  rating  of  importance  to  areas 
for  inclusion  in  the  development  work; 

Area  Importance 

The  organizational  relationship  and  com-  High 

munication  between  operating  departments 
and  the  purchasing  department. 

Procuedures  for  writing  specifications,  High 

advertisements  for  bids,  contracts,  etc. 

Communication  between  members  of  the  pur-  High 

chasing  department 

Model  enabling  legislation  to  allow  for  cha  High 

changes  in  purchasing  operation 

Standards  of  performance  in  purchasing  High 

The  physical  layout  of  the  department  Moderate 

Salaries  and  other  incentive  systems  Slight 


Overall  Comparisons :  In  conclusion,  all  respondents  were  asked 
to  provide  their  evaluation  of  each  technical  assistance  alter- 
native in  terms  of; 

1.  their  desire  to  use  the  service,  and 

2.  benefit  of  the  service  to  the  purchasing  profession 

The  evaluation  was  as  follows : 
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Quite  obviously  the  respondents  felt  that  the  service  alternatives 
which  were  most  desirable  for  personal  use  were  also  most  beneficial 
to  the  profession:   a  relationship  which  was  consistent  down  through  the 
least  desirable  alternative. 

In  conclusion  there  is  once  again  a  decisive  emphasis  on  service 
alternatives  which  have  the  most  direct  and  immediate  effect  on  improving 
individual  performance.   On  the  one  hand,  the  slightly  higher  percen- 
tages given  to  "benefit  to  the  profession"  evaluations  indicate  an  opinion 
that  other  jurisdictions  may  need  a  little  more  help  than  the  one  making 
the  evaluation.   On  the  other  hand,  the  congruence  of  the  evaluations  of 
personal  and  professional  benefit  potential  reinforces  the  premise  that 
the  best  route  to  professionalization  of  purchasing  is  through  the  improve- 
ment of  individual  performance. 
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3.  A  RECOMMENDED  COURSE  OF  ACTION  FOR  USING 
THE  PROFESSIONALIZATIOM  OF  PURCHASING  AS  A  BASIS  FOR 
THE  DEVELOPMENT  OF  THE  LOCAL  GOVERNMENT  MARKET 


In  this  discussion  of  findings  and  conclusions  of  both  the  current 
and  prior  studies,  reference  should  be  made  to  Figure  6.   This  chart  has 
two  basic  parts.  Findings  and  conclusions  are  represented  on  the  left 
hand  side  of  the  long  vertical  "programs"  line  and  in  the  "Description 
of  Blockages"  section.   Recommendations  for  development  are  represented 
by  individual  program  boxes  to  the  Ligai  of  the  "programs"  line. 

Although  in  examining  the  transfer  of  technology  to  local  govern- 
ments it  is  immediately  obvious  that  there  are  more  blockages  than  useful 
mechanisms  for  the  process,  an  analysis  of  local  governmental  organizational 
structures  indicates  that  the  purchasing  function  (circle  on  chart)  is  the 
best  potential  point  for  technological  in-put.   This  function: 

(1)  Already  has  a  centralized  store  of  knowledge  about  juris- 
diction needs  for,  and  uses  of  innovative  and  incremental 
technology , 

(2)  Has  extensive  day  to  day  contacts  with  a  wide  range  of 
industrial  and  service  firms, 

(3)  Has  extensive  day  to  day  contact  with  all  agencies  in  its 
jurisdiction,  and 

(4)  Is  generally  the  best  functional  match  with  the  desired 
transfer  process. 

Unfortunately  the  diversity  of  local  purchasing  laws  and  the  wide 
range  in  roles,  status  and  impacts  of  purchasing  agencies  within  the  local 
jurisdictions  impedes  any  attempt  to  begin  at  the  local  level  and  work  up. 
In  order  to  develop  a  mechanism  which  would  overcome  this  "local"  blockage, 
maximum  use  must  be  made  of  the  national  professional  organizations  which 
represent  purchasing  agencies  and  their  practitioners. 

For  local  government  officials,  the  obvious  choice  is  the  National 
Institute  of  Governmental  Purchasing.   This  group  is  the  best  qualified, 
has  the  highest  potential  for  success  and  could  potentially  assume  a 
leadership  position  in  this  effort. 

This  recommendation  is  made  with  full  recognition  of  the  fact  that 
individually  and  as  a  group  the  national  professional  purchasing  organiza- 
tions presently  lack  the  financial  and  manpower  resources  and  the  national 
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3.  A  RECOMMENDED  COURSE  OF  ACTION  FOR  USING 
THE  PROFESSIONALIZATION  OF  PURCHASING  AS  A  BASIS  FOR 
THE  DEVELOPMENT  OF  THE  LOCAL  GOVERNMENT  MARKET 


In  this  discussion  of  findings  and  conclusions  of  both  the  current 
and  prior  studies,  reference  should  be  made  to  Figure  6.   This  chart  has 
two  basic  parts.  Findings  and  conclusions  are  represented  on  the  left 
hand  side  of  the  long  vertical  "programs"  line  and  in  the  "Description 
of  Blockages"  section.   Recommendations  for  development  are  represented 
by  individual  program  boxes  to  the  j.j.gliL  of  the  "programs"  line. 

Although  in  examining  the  transfer  of  technology  to  local  govern- 
ments it  is  immediately  obvious  that  there  are  more  blockages  than  useful 
mechanisms  for  the  process,  an  analysis  of  local  governmental  organizational 
structures  indicates  that  the  purchasing  function  (circle  on  chart)  is  the 
best  potential  point  for  technological  in-put.   This  function: 

(1)  Already  has  a  centralized  store  of  knowledge  about  juris- 
diction needs  for,  and  uses  of  innovative  and  incremental 
technology , 

(2)  Has  extensive  day  to  day  contacts  with  a  wide  range  of 
industrial  and  service  firms, 

(3)  Has  extensive  day  to  day  contact  with  all  agencies  in  its 
jurisdiction,  and 

(4)  Is  generally  the  best  functional  match  with  the  desired 
transfer  process. 

Unfortunately  the  diversity  of  local  purchasing  laws  and  the  wide 
range  in  roles,  status  and  impacts  of  purchasing  agencies  within  the  local 
jurisdictions  impedes  any  attempt  to  begin  at  the  local  level  and  work  up. 
In  order  to  develop  a  mechanism  which  would  overcome  this  "local"  blockage, 
maximum  use  must  be  made  of  the  national  professional  organizations  which 
represent  purchasing  agencies  and  their  practitioners. 

For  local  government  officials,  the  obvious  choice  is  the  National 
Institute  of  Governmental  Purchasing.   This  group  is  the  best  qualified, 
has  the  highest  potential  for  success  and  could  potentially  assume  a 
leadership  position  in  this  effort. 

This  recommendation  is  made  with  full  recognition  of  the  fact  that 
individually  and  as  a  group  the  national  professional  purchasing  organiza- 
tions presently  lack  the  financial  and  manpower  resources  and  the  national 
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status   and  role   to  successfully   implement   and  maintain   a  professionaliza- 
tion  effort  within  any  reasonable  period  of    time.      For  this    reason   the 
"joint  venture"  model  is    recommended  as    an  initial  support  mechanism. 

Early   in  the   conduct   of   this  project   a  working  relationship  was 
established  between   the  National   Institute   of  Governmental  Purchasing 
and  the   Franklin   Institute   Research  Laboratories.      This  working   relation- 
ship,  while   an   important  part    of   the  project,    suggested   the  prototype   for 
"joint   venture"   activities.      "Joint  ventures",    involving   as   they   do   the 
structured  use   of  professional  purchasing  association   skills   and  knowledge 
supplemented  by    the  skills,   manpower,    and  resources   of  non-profit   research 
organizations,    appear   to  be   a  practicable  way   of   reducing   fiscal   and  man- 
power blockages   to  technology    transfer  work  by  national  professional  pro- 
curement  organizations.      "Joint  ventures"   are  not   considered   a  permanent 
mechanism,    for  it   is   hoped   that   the  programs    for  enhancement   recommended 
below  will  be   successful  enough   to  enable   the  national  professional  pur- 
chasing organizations    to   take   the   initiative.      In  no   case   is    it   recom- 
mended  that    federal    funding  be    sought   or   supplied   for   any   purpose   but 
start   up    costs   and  perhaps    feasibility   studies. 


SUMMARY  OF  RECOMMENDATIONS 

The  first   and  basic  recommendation  to  be  made  is  that  the  professiona- 
lization  work  be  on  a  program  oriented  basis. 

At  this  time  there  appear  to  be  six  major  programs  which  will  con- 
tribute to  the  mutually  supportive  objectives  of  technology  transfer  and 
increased  professionalization.   It  is  not  possible  or  practical  to  under- 
take all  six  programs  simultaneously.   There  is  a  need  for  setting  prior- 
ities on  the  programs  and  scheduling  the  start  up  point  for  each.  For  this 
reason  the  results  from  the  technical  assistance  alternatives  questionnaire 
to  NIGP  members  was  presented  in  the  preceding  section. 

The  second   recommendation  then,  is  that  programs  listed  below  be  re- 
viewed in  depth  by  NIGP,  and 


The  third   recommendation  is  that  work  begin  on  the  programs  in  accor- 
dance with  the  priority  consensus  and  the  dimensions  of  the  respective 
programs. 

The  component  programs  recommended  for  the  implementation  of  a  compre- 
hensive technology  transfer/prof essionalization  are: 

•  Federation 

•  Voluntary  Accreditation 

•  Uniform  Procurement  Code 

•  Education  and  Certification 

•  Professional  Resource  Center 

•  Local  Government  Market  Center 
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As  noted  above  descriptions  of  the  programs  and  their  major  components 
are  to  be  found  in  Figure  7  to  the  right  of  the  "programs"  line.   Additional 
descriptive  and  planning  information  is  given  below. 

It  is  expected  that  some  work  can  be  done  on  all  of  the  following  pro- 
grams, but  that  emphasis  should  be  placed  on  the  two  or  three  programs  with 
the  highest  perceived  priorities. 


Federation 

The  objective  of  this  program  is  to  structure  a  loosely  knit  "umbrella" 
organization  composed  of  a  wide  range  of  professional  organizations  con- 
cerned with  purchasing.   This  type  of  organization  would  be  designed  to 
facilitate  cooperative  action,  thus  increasing  the  impact  of  professional 
purchasing  and  to  cross  reinforce  the  programs  of  member  organizations. 
Under  the  proposed  structure,  individual  participating  organizations  would 
remain  as  independent  as  they  presently  are. 

There  are  a  great  many  basic  similarities  in  the  objectives  and  pro- 
grams of  the  organizations  which  would  logically  be  involved  in  the  federa- 
tion.  Recognition  of  these  similarities  and  some  reduction  of  competition 
would  strengthen  the  programs  of  all  participating  organizations.   Federa- 
tion and/or  cooperative  action  would  also  significantly  accelerate  and 
improve  work  on  all  of  the  following  programs. 

As  part  of  the  current  project  FIRL  has  developed  a  federation  pro- 
posal.  This  was  presented  to  the  NIGP  Board  of  Directors  for  evaluation. 
Response  to  date  has  been  mixed  and  the  proposal  is  still  under  considera- 
tion. 

Work  on  this  program  will  include  obtaining  a  favorable  NIGP  re- 
sponse to  the  proposal,  contacting  other  professional  organizations  (e.g., 
National  Association  of  State  Purchasing  Officials,  National  Contract 
Managers  Association,  National  Association  of  Purchasing  Managers  and 
National  Association  of  Educational  Buyers)  to  ascertain  their  level  of 
acceptance  and  interest,  and  upon  assurance  of  a  favorable  consensus, 
drafting  proposed  "articles  of  federation". 

Voluntary  Accreditation 

This  project  is  directed  principally  at  local  governmental  juris- 
dictions.  Its  objectives  include: 

(1)  Establishment  of  standards  for  local  purchasing  policy  and 
operations. 

(2)  Stimulating  a  very  large  number  of  local  jurisdictions  to 
think  about  and  appraise  their  purchasing  operations. 

(3)  Providing  a  means  of  giving  substantial  recognition  to 
jurisdictions  and  managers  meeting  established  standards 
in  part  or  as  a  whole  as  a  means  of  increasing  the  role 
and  stature  of  local  practitioners. 
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(4)  Providing  a  means  of  self  evaluation  and  basis  for 
developing  of  a  plan  for  improvement  by  elimination  of 
deficiencies  found. 

(5)  Providing  method  by  which  a  local  purchasing  manager 
can  objectively  transmit  needs  for  prof essionalization 
and  operational  improvement  to  his  top  management. 

(6)  Providing  the  national  professional  purchasing  organi- 
zation which  operates  the  program  with  continuing  infor- 
mation on  local  needs  for  professionalization  (e.g., 
training,  technical  information,  model  legislation,  pro- 
curement methods)  so  that  national  programs  can  be  more 
responsive  to  actual  needs. 

There  are  ample  precedents  and  experience  to  guide  this  program. 
The  American  Correctional  Association  has  developed  a  "Plan  for  Establish- 
ment of  Accreditation".   The  American  Water  Works  Association  has  also 
undertaken  an  accreditation  program. 

It  is  expected  that  work  on  this  project  will  draw  heavily  on  the 
organization  and  task  format  of  the  recent  request  for  proposal  from  the 
U.S.  Department  of  Health,  Education  and  Welfare  entitled,  "Development 
of  a  Voluntary  Accreditation  System  for  Occupational  Safety  and  Health 
Programs  in  Industry".   This  HEW  project  will  cover  a  three  year  period 
and  is  aimed  at  some  4,000,000  workp laces.   The  proposed  procurement 
program  is  aimed  at  approximately  80,000  local  jurisdictions;  however, 
the  nature  of  the  work  involved,  and  the  projected  tasks  indicate  that 
despite  the  smaller  "clientelle"  time  to  completion  or  readiness  for 
implementation  will  take  several  years. 

After  a  thorough  examination  of  current  accreditation  plans,  the 
majority  of  the  program's  efforts  would  be  devoted  to  establishing  proposed 
and  then  final  standards  for  local  purchasing  policy  and  operations  and 
gaining  a  favorable  consensus  from  appropriate  national  professional  pur- 
chasing organizations.   A  complementary  effort  would  be  the  development  of 
profile  information  on  local  governmental  purchasing  organizations  (e.g., 
full  or  part  time  manager,  budget,  number  of  employees,  classes  and  volumes 
of  purchases)  and  the  use  of  this  information  to  establish  classes  of 
agencies  and  class  standards. 

Implementation  would  follow  upon  the  publication  of  a  master  accredi- 
tation rating  manual;  the  development  of  a  self-appraisal  kit  and  instruc- 
tions' the  design  of  a  request  for  the  kit  and  sundry  forms  and  award  cer- 
tificates; and  the  design  of  an  implementation  procedure. 


Uniform  Procurement  Code 

This  program  is  to  fill  the  need  for  the  reduction  in  the  vast  number 
and  varities  of  local  legislation  concerning  the  acquisition  of  goods  and 
services.   The  code  proposed  would  complement  the  Uniform  Commercial  Code, 
would  be  patterned  after  the  UCC  in  terms  of  development  and  implementation 
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and  would  hopefully  have  the  same  unifying  effects.   A  Uniform  Procurement 
Code  would  help  to  promote  a  national  commercial  situation  in  which  the 
market  aggregation  needed  for  the  purchase  of  innovative  technology  would 
be  made  easier  to  achieve.   It  would  also  assist  local  government  by: 

(1)  Upgrading  local  purchasing  law  in  many  instances,  and 

(2)  Providing  industry  with  a  basic  set  of  ground  rules  -  thus 
encouraging  more  participation  in  local  government  bids. 

This  program  would  begin  v/ith  an  in-depth  study  of  the  history  and 
methods  related  to  the  establishment  of  the  Uniform  Commercial  Code  designed 
to  find  transferable  methodology  and  to  understand  potential  difficulties. 
Since  the  result  of  this  program  work  depends  on  legislative  action,  either 
state  by  state  or  federal,  it  seems  logical  and  prudent  to  involve  all  iden- 
tifiable interest  groups  as  early  as  possible.   Some  of  the  organizations 
which  should  be  interviewed  to  verify  need  for  a  Uniform  Procurement  Code, 
ascertain  degree  of  assistance  or  contribution  to  be  given,  and  establish 
method  for  group's  in-put  to  content  and  format  are: 

National  Institute  of  Governmental  Purchasing 
American  Society  for  Testing  and  Materials 
National  Association  of  State  Purchasing  Officials 
National  Contract  Managers  Association 
National  Association  of  Purchasing  Management 
American  Bar  Association 

National  Institute  of  Municipal  Law  Officers 
Municipal  Finance  Officers  Association 
National  Association  of  Manufacturers 
International  City  Managers  Association 
National  League  of  Cities 
Council  of  State  Governments 
American  Management  Association 

The  results  of  the  above  work  would  then  be  documented  through  the 
publication  of  a  consensus  or  comparative  position  papers.   If  the 
prevailing  consensus  is  clearly  negative,  work  should  shift  to  recontact- 
ing  the  above  organizations  to  elicit  suggestions  and  recommendations  for 
reducing  the  current  problems  found  with  local  procurement  laws.   A  posi- 
tive consensus  would  call  for  work  to  be  done  in  gathering  and  classifying 
content  and  format.   After  the  initial  classification  and  evaluation  of 
information  was  completed,  codification  would  be  required  and  a  plan  for 
implementation  would  be  designed.   Actual  implementation  work  would  have 
to  be  done  by  NIGP  and/or  other  concerned  organizations. 

This  is  essentially  an  on-going  effort  whose  implementation  would 
require  a  decade 's  work. 
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Education  and  Certification 

As  implied  by  its  title,  this  program  is  composed  of  two  interrelated 
parts.   The  education  part  of  the  program  has  as  its  objective  the  estab- 
lishment of  methodology  and  materials  for  providing  practical,  low  cost, 
locally  sited  in-service  education  for  procurement  practitioners  from  all 
levels  of  government.   The  certification  part  of  the  program  is  aimed  at 
increasing  practitioner  interest  and  participation  in  the  established 
certification  program  and  at  determining  actions  needed  to  increase  the 
general  recognition  of  the  certifications  awarded. 

Since  considerable  work  has  been  done  by  NIGP  and  other  organizations 
on  both  parts  of  this  program,  the  program's  basic  reference  points  would  be 

(1)  the  NIGP  Certification  Plan  for  CPPO's,  and 

(2)  the  seminar  series  now  being  developed  by  the  LBJ  School  of 
Public  Affairs  at  the  University  of  Texas. 

The  certification  work  should  include  a  comparative  analysis  of  all 
present  professional  purchasing  certification  plans  -  including  require- 
ments, administrative  procedure,  history  of  participation  and  perceived 
blockages  to  participation  -  and  attitudinal  studies  of  certified,  un- 
certified/eligible -  and  uncertified/ineligible  practitioners.   Of  some 
importance  will  be  a  study  and  evaluation  of  the  immediate  and  future 
impact  of  Equal  Employment  Opportunity  legislation  and  EEO  Commission 
rules  and  regulations  on  the  existing  certification  plans  in  the  pur- 
chasing field.   The  positions  of  certifying  professional  purchasing  organi- 
zations on  cross-recognition  should  also  be  studied.   The  end  result  of 
the  work  on  this  program  is  expected  to  be  recommended  modifications  needed 
to  the  NIGP  Certification  Plan  to  make  it  more  universal,  more  widely  re- 
cognized and  to  generate  increased  participation. 

One  of  the  major  efforts  in  the  certification  part  of  the  work  is  the 
compilation  of  a  catalog  of  all  types  of  purchasing  courses  available 
throughout  the  nation.   This  work  could  well  be  done  under  the  direction 
of  Dr.  Harry  Page,  Chairman  of  the  School  of  Business  and  Public  Adminis- 
tration, George  Washington  University.   Dr.  Page  has  been  instrumental  in 
the  development  of  the  NIGP  Certification  Plan  and  has  earlier  indicated 
a  need  for  and  an  interest  in  doing  the  purchasing  course  catalog  work. 
Provision  of  this  catalog  to  purchasing  practitioners  should  enhance  parti- 
cipation in  the  certification  program  by  locating  for  them  either  nearby  or 
home  study  courses  which  will  contribute  to  their  eligibility  as  well  as 
to  their  competence  and  performance. 

The  current  seminars  being  developed  by  NIGP  and  the  University  of 
Texas  appear  to  be  the  best  potential  method  of  providing  professional 
organization  sponsored  education  on  a  local,  low  cost  basis.   Work  in  the 
education  area  of  the  program  will  therefore  concentrate  on  studying  the 
Texas  effort  to  identify  successes,  difficulties,  and  transferable  methodo- 
logies.  The  results  of  this  work  should  be  an  educational  package  which 
can  be  presented  to  other  state  universities  and  funding  agencies  for 
implementation.   Of  particular  importance  in  the  work  to  be  done  are: 
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(1)  the   determination  of   the  need  for  standard   text  material 
or   course   coverage   items   in   the  package.      If  such   text 
material   should  be    included   a  major   sub-program  will  have 
to  be  structured  and   carried  out. 

(2)  the   feasibility   of  meeting  entirely  or  in  part   the   training 
and  education  needs    delineated  by   the   Commission   on   Govern- 
ment Procurement   for  federal  procurement  employees   as   part 
of   the  educational  package   to  be   developed. 


Professional  Resource  Center 

This  program  would  be  designed  to  fill  the  continuous  need  of 
local  governmental  purchasing  practitioners  for  reliable  information 
on  standards  and  specifications,  characteristics  of  basic  materials 
and  manufacturing  processes,  performance  of  items  and  systems,  and  a  wide 
variety  of  acquisition  techniques.   There  is  an  immense  amount  of  this 
type  of  information  in  existence  throughout  the  nation.   A  great  deal  of 
it  is  needed  at  some  time  by  most  local  purchasing  operations;  however 
the  wide  dispersion  and  great  volume  needed  information  makes  it  unavail- 
able for  all  practical  purposes. 

The  first  effort  in  this  project  would  be  to  gather  in  recommendations 
for  and  publish  a  bibliography  of  information  (e.g.,  Federal  Specification 
Index,  ASTM  Glossary  of  Terms,  Artifical  Fiber  Facts  etc.)  for  use  by  local 
purchasing  practitioners. 

The  development  of  an  Index  of  Local  Standards  and  Specifications 
would  also  be  a  major  effort  in  this  program.  This  Index  would  contain 
a  short  profile  of  each  item  so  that  the  user  could  select  those  items 
most  useful  to  him. 

Concurrent  with  the  above  efforts,  a  study  would  be  made  to  provide 
information  and  recommendations  on  the  assembly,  classification,  storage 
and  retreival  of  a  vast  amount  of  relevant  technical  and  procedural  infor- 
mation.  The  structuring  of  an  organization  which  could  provide  needed 
information  to  procurement  users  as  quickly  as  possible  would  be  part  of 
this  work.   If  information  is  stored  centrally,  considerable  work  would 
be  done  on  retreival  systems  to  meet  the  expected  demand.   If  information 
is  to  be  stored  by  its  producers,  work  would  center  on  rapid  central  acquisi- 
tion and  transmittal. 

As  part  of  the  structuring  of  a  central  organization  for  technical  and 
procedural  information  work  would  be  done  on  establishing  recommendations 
for  a  resource  team  which  would  develop  specification  or  systems  acquisition 
plans  for  individual  local  procurement  organizations  -  possibly  on  a  less 
than  cost  basis. 
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Local   Government  Market  Center 

This  program  would  be  designed  to  provide  industrial,  commercial 
and  service  firms  with  information  on  needs  for  current  and  innovative 
technology  as  expressed  by  a  sizable  number  of  local  governments  through 
their  procurement  managers. 

This  program  is  closely  connected  with  the  professional  resource 
center  program  and  this  "marketing  service"  may  well  be  part  of  the  larger 
program.   Work  on  this  program  involves  developing  survey  methods,  infor- 
mation analysis  methods,  information  distribution  system(s) ,  and  central 
organizational  structure. 
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survey 
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membership 


0MB  Nj.  41-S7J014 

Approval  Expires 
September  30.   1974 


What  is  your  own  primary  area 
of  involvement  in  purchasing: 


Percentage  of  Respondents 

7.7       1.  Purchasing  Officer  -  purchasing  is  your  main 
activity 

92.3       2.  Governmental  Official   —  purchasing  is  one  of 
many  activities. 


D 

l 


Categories  of  purchase 
in  which  you  are  di- 
rectly involved: 


9-11 


Category  Mix  -  Percentage  of  Respondents 

a.  Capital 

b.  Operating 

c.  Education 


a 

0.0 

b 

5.0 

c 

1.5 

a+b 

51.0 

a+c 

0.0 

b+c 

4.5 

a+b+c 

35.0 

B 


Your  title: 


Percentage  of  Respondents 

2.0      1.  General   (i.e.  Mayor/Selectman/Chairman/ 
Manager/Supervisor  .  .   .  ) 

2.0      2.  Operational  (i.e.  Chief  of  Police/Police  Officer/ 
Fire  Chief/Hospital  Administrator/Educational 
Administrator  .  .   .  ) 

2,0      3.   Financial   (i.e.   Finance  Officer/Director  of 
Finance/Comptroller  .   .  .  ) 

73.0      4.  Purchasing  Management  (i.e.  Chief  Purchasing 
Officer/Director  of  Purchasing/Purchasing 
Supervisor  .  .  .  ) 

21.0     5.  Purchasing  Staff  (i.e.  Purchasing  Officer/ 
Purchasing  Administrator  .  .  .  ) 


C 


Type  of  government  you  work   for: 


Percentage  of  Respondents 

2.0  1.  Federal 

10.0  2.  State 

21  .U  3.  County 

j7.0  4.  City 

b.O  5.  Borough/Township/Village 

5.0  6.  Other,  Do  Not  Work   for  Government,  etc. 


Total  number  of  em- 
ployees in  your  depart- 
ment involved  in 
purchasing: 

Percentage  of  Respondents 

%  % 


2.0  a.    1 

32.0  b.  2  -  5 

9.0  c.   6  -   10 

27.0  d.   11   -  20 


e.  21    -  35         9.0 

f.  36  -  50         3.0 

g.  Over  50       18.0 


AVERAGES 


E 


E.1    I  S40  ,  000 ,  000 1  Approximate  yearly 
total  dollar  purchases  through  your 
department.  13-22 


E.2 


1    ]  Q4  1  Approximate  total 


number  of  purchase  contracts  per 
year  through  your  department. 

23—2! 


E.3 


E.4 


E.5 


3o2  1  Approximate  total 


number  of  purchase  categories  in 
your  department.  29—32 


27,000 


Approximate  total 
number  of  items  purchased  yearly 
by  your  department.  33-3E 


il 


Approximate  average 
number  of  responses  to  a  bid  request 
issued  by  your  department. 

39-41 


F 


The  following  topics  are  either  directly  or  indirectly  related  to  the  "purchase  of  innovation"  and  to 
procedures  for  accomplishing  such  purchases.     Please  score  each  topic  from  0  to  4  by  circling  the 
appropriate  number  to  the  right.     Use  a  low  score  ("1")  to  indicate  that  you  feel  that  this  topic 
should  be  avoided  in  future  programs.     Use  a  high  score  ("4")  to  indicate  that  you  feel  this  topic 
is  important  and  that  it  definitely  should  be  included  in  future  programs  (by  either  the  NIGP  or 
some  government  unit).     If  you  have  no  opinion  circle  zero.     Please  respond  to  each  and  every 
topic. 


SHOULD  THIS  TOPIC  BE   INCLUDED  IN   FUTURE   NIGP  PROGRAMS? 


Topic 

Fiscal  methods  for  reducing  risks  of 
purchasing  technological  innovation. 

Utilizing  the  capital  budget  for  the 
purchase  of  technological  innovation. 

Use  of  the  venture  capital  market  for 
the  purchase  of  innovation. 

Using  the  operating  budget  for  purchase 
of  technological  innovation. 

The  Federal  Government's  services  and 
resources  to  aid  technological  innovation 

How  to  increase  the  number  of  responses 
to  bid  requests. 

Vendor  qualification  programs. 

Major  investment  in  technologies  for 
long  term  governmental  savings. 

New  products  with  potential  municipal 
applications. 

Methods  of  experimentation  in  pur- 
chasing products,  methoas  and 
procedures. 

How  to  improve  communication 
between  government  and  industry. 

The  development  of  target  specifications. 

Assessing  the  potential  impact  of 
innovations. 

Methods  of  evaluating  governmental  needs 
for  products,  methods  and  procedures 

Improving  the  image  of  the  municipal 
market. 


Perhaps  — 
No  Definitely  It  Might 

Opinion  Not  Be  Useful 


PERCENTAGE  OF  RESPO 


Yes- 
It  Would 
Be  Useful 


N DENTS 


0  22.2 

0  17.5 
28.6 

0  11.1 

0  3.2 

o  o.o 

0  1.6 

0  7.9 

0  6.3 

0  3.2 

0  1.6 

0  3.2 

0  4.8 

0  3.2 

0  4.8 


12.5 


20.6 


14.3 


4.8 


1.  0 

4.8 
1.6 

0.0 

0.0 
1.6 

4.8 

0.0 

0.0 


2  38.0 

2  31.7 

2  28.6 

2  36.5 

2  11.1 

2  15.9 

2  23.8 

2  36.5 

2  17.5 

2  14.3 

2  23.8 

2  25.3 

2  37.7 

2  20.6 

2  12,7 


3  22.2 

3  28.8 

3  17.4 

3  30.2 

3  49.2 

3  44.4 

3  39.7 

3  28.6 

3  52.4 

3  46.0 

3  39.7 

3  41.3 

3  38.4 

3  47.6 

3  38.1 


Definitely  Yes  — 

Serious  Need 

for  Information 

Exists 


4  11.3 

4  9.5 

4  4.8 

4  7.9 

4  31.7 

4  36.5 

4  33.3 

4  22.2 

4  99    9 

4  36.5 

4  34.9 

4  28.6 

4  14.3 

4  23.0 

4  44.4 


4  3 


4  a 


49 


50 


51 


52 


53 


54 


55 


56 


SHOULD  THIS.  TOPIC  BE  INCLUDED  IN   FUTURE   NIGP 

PROGRAMS? 

(cont'd) 

itely  Yes— 
ous  Need 

PERCENTAGE  OF 

RESPONDENTS           Defin 

Perhaps  — 

Yes 

-                 Seri 

No 

Definitely           It  M 

ght 

It  Would            for  Information 

topic                                             Opinion             Not               Be  Useful 

B 

e  Useful 

Exists 

Approaches  to  cooperative  purchasing. 

0 

3.2 

1        1.6 

2 

4.8 

3 

32,3 

4 

38.1 

Approaches  to  cooperative  testing. 

0 

1.6 

1        1.6 

2 

15.8 

3 

50.8 

4 

30.2 

Approaches  to  joint  purchasing. 

0 

4.8 

1         1.6 

2 

11.1 

3 

47.6 

4 

34.9 

Wider  publication  of  bids. 

0 

1.6 

1        6.3 

2 

42.9 

3 

34.9 

4 

14.3 

Development  of  common  specifications. 

0 

1.6 

1        1.6 

2 

9.6 

3 

38.1 

4 

49.2 

Development  of  uniform  procurement 

regulations. 

0 

<J  .   2 

1        1.6 

2 

20.6 

3 

28.6 

4 

46.0 

Elimination  of  unrealistically  low  fixed 

dollar  limits  on  advertisied  or  open  bids. 

0 

4.8 

1        4.8 

2 

14.3 

3 

31.7 

4 

44.4 

Development  of  Federal  specifications 

to  aid  in  converting  from  "low  bid" 

to  "low  cost"  procurement. 

0 

4.8 

1        3.2 

2 

12.6 

3 

42.9 

4 

36.5 

The  organization  of  buyer-vendor 

seminars. 

0 

3.2 

1        1.6 

2 

33.3 

3 

30.2 

4 

31.7 

Increasing  professionalism  in  purchasing. 

0 

1.6 

1        0.0 

2 

7.9 

3 

27.0 

4 

63.5 

Market  aggregation  techniques  in  govern- 

mental purchasing. 

0 

11.1 

i      o.o 

2 

31.8 

3 

30.2 

4 

26.9 

Methods  of  coordination  between  purchas- 

ing and  other  municipal  functions. 

0 

6.  3 

1       1.6 

2 

23.8 

3 

42.9 

4 

25.  4 

How  to  contract  for  research  and  de- 

velopment for  meeting  municipal  needs. 

0 

7.9 

1       3.2 

2 

41.3 

3 

28.6 

4 

19.0 

The  voluntary  standards  system. 

0 

6.3 

1        4,8 

2 

34.9 

3 

36 .  5 

4 

17.5 

The  role  of  trade  associations  in 

municipal  purchasing. 

0 

12.7 

1        7.9 

2 

36.3 

3 

30.2 

4 

12.7 

The  role  of  purchasing-related  organi- 

zations and  associations. 

0 

0.0 

1        0.0 

2 

30.2 

3 

i 

44.4 

4 

25.4 

COMMENTS: 
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INSTRUCTIONS  FOR  SURVEY 


Purpose  of  Survey 

The  purpose  of  this  survey  is  to  determine  your  preferences,  as  a 
member  of  the  National  Institute  of  Governmental  Purchasing  (NIGP) ,  for 
various  alternative  forms  of  technical  assistance  that  might  be  made 
available  to  you  in  the  future. 

Organization  of  Survey 

The  survey  is  organized  into  the  following  three  groups  of  questions 

1.  General  information  describing  your  job  and  the  type  and 
level  of  purchasing  activities  conducted  by  your  office. 

2.  Information  about  each  of  seven  technical  assistance 
alterantives . 

3.  Overall  comparisons  between  all  of  the  technical  assistance 
alternatives. 

General  Instructions 

1.  There  is  a  box  to  the  right  of  each  question.  In  each  box, 
enter  numbers  only  -  either  the  code  number  for  a  given  re- 
sponse or  the  actual  number  requested. 

2.  If  any  response  requires  fewer  digits  than  the  number  of  boxes 
provided,  enter  the  digits  to  the  right  and  insert  a  leading 
zero  or  zeros  in  the  unused  box  or  boxes.   For  example,  if 
there  are  two  boxes  to  the  right  of  a  question,  and  you  select 
the  response  code  "3",  enter  "03"  in  the  two  boxes. 

3.  Ignore  the  small  numbers  printed  to  the  right  of  the  boxes. 
This  information  is  for  the  keypunch  operators. 

4.  Answer  all  questions.  If  one  of  the  choices  given  does  not 
exactly  express  your  preference  (or  experience) ,  select  the 
response  which  is  most  nearly  accurate. 


1 

GENERAL  INFORMATION 


A-l   What  is  your  primary  area  of  involve- 


ercentage  of 
Respondents 


84.6 


10.8 


4.6 


raent  in  purchasing?  (For  questions 
A-l   through  A-73    answer  by   inserting 
in   the  respective  box  at   the  right, 
the  appropriate  number  of  your  choice 
of  response) 

1.  Purchasing  Officer  -  purchasing  is 
your  main  activity 

2.  Governmental  Official  -;  purchasing 
is  one  of  many  activities 

3.  Other  (describe) 


1.5 
1.5 

1.5 
23.1 

72.4 


A-2  What  are  your  most  important  responsi- 
bilities? 


1. 

2. 

3. 


General  (e.g.  Town  Clerk/Selectman/ 
Chairman/Manager/Supervisor. . . ) 

Operational  (e.g.  Chief  of  Police/ 
Police  Cfficer/Fire  Chief /Hospital/ 
Administrator /Educational  Administrator, 


Financial  (e.g.  Finance  Officer/ 
Director  of  Finance/Comptroller. 


) 


5. 


Purchasing  Management  (e.g.  Chief. 
Purchasing  Officer/Director  of 
Purchasing/Purchasing  Supervisor. . .) 

Purchasing  Staff  (e.g.  Purchasing 
Of ficer /Pur chasing  Administrator . . . ) 


A-3  What  type  of  government  do  you  work  for? 

9.2  1.   State 

17.0  2.   County 

53.8  3.   City 

3.1  4.   Borough/Township/Village 

16.9  5.   Other  (e.g.  School  Board,  Pert  Au- 

thority, etc. ) . 


Please  describe 


Percentage  of 
Respondents 


0.0 

14.3 

4.8 

1.5 

79.4 


A-4   What  categories  of  purchasing  are  you 
directly  involved  in? 

1.  Capital 

2.  Operating 

3.  Educational 

4.  Other  (describe) 


5.    Two  or  more  of  the  above 

A-5  How  many  employees  in  your  department 
are  involved  in  purchasing? 


3.2 

l. 

1 

29.0 

2. 

2-5 

8.1 

3. 

6-10 

30.7 

4. 

11-20 

9.7 

5. 

21-35 

1.6 

6. 

36-50 

17.7 

7. 

Over  50 

A-6   What  is  the  approximate  total  of  pur- 
chases made  from  your  jurisdiction's 
operating  budget  funds  each  year? 

0.0  I-  Less  than  $100,000 

0.0  2.  $100,000  to  $299,999 

0.0  3.  $300,000  to  $499,999 

24.2  4.  $500,000  to  $1,999,999 

9.7  5.  $2,000,000  to  $4,999,999 

15.1  6.  $5,000,000  to  $9,999,999 

22.6  7.  $10,000,000  to  $29,999,999 

27.4  8.  $30,000,000  or  more. 


Percentage  of 
Respondents 

A-7  What  is  the  approximate  yearly  total 
of  purchases  made  from  your  jurisdic- 
tion's capital  budget  each  year? 

1.7  1.  Less  than  $100,000 

10.0  2.  $100,000  to  $299,999 

803  3.  $300,000  to  $499,999 

8.3  4.  $500,000  to  $1,999,999 

lb. 3  5.  $2,000,000  to  $4,999,999 

15.0  6.  $5,000,000  to  $9,999,999 

20.1  7.  $10,000,000  to  $29,999,999 

18.3  8.  $30,000,000  or  more. 

A-8  What  is  the  approximate  yearly  number  of 
purchase  contracts  executed  in  your 

department?  (For  questions  A-8   through 
A- 11   insert  the  actual  number  in  the  res- 
pective box  at   the  right.) 


Averages 


10   4 


12 


13-16 


A-9  What  is  the  approximate  total  number  of 
purchase  categories  used  in  your  depart- 
ment? 

A-10  What  is  the  approximate  total  number  of 
purchase  orders  processed  yearly  by  your 
department? 

A-ll  What  is  the  approximate  average  number 
of  responses  received  for  a  bid  request 
issued  by  your  department? 


3 

8 

2 

17-20 

(thousands) 

1 

1 

8 

21-24 

.5 

5 

25-28 

TECHNICAL  ASSISTANCE  ALTERNATIVES 

The  following  section  describes  seven 
possible  forms  of  technical  assistance  for 
purchasing.   Please  answer  all  questions  fol- 
lowing the  descriptions  of  each  form  of 
assistance  by  inserting  in  the  respective 
box  at  the  right,  the  appropriate  number  of 
your  choice  of  response  to  each  of  the  following. 

AUTOMATED  INFORMATION  SYSTEM:  A  computer- 
ized data  system  that  would  provide  on  request 
standards  and  specifications  for  products  and 
services,   and  information  on  non-standard 
services.      This  would  be  linked  directly 
to  your  office  via  telephone  operators  and/ or 
a  teletype  terminal  at  no  cost  to  you. 

B-l  What  would  be  the  most  useful  form  in 
Percentage  of   which  you  would  want  to  receive  the 
Respondents    information  which  you  request  about 
products? 

95.4       1.  Written 

2.6       2.  Oral 

2.6       3«   Other  (describe) ; 


B-2  Descriptions  of  six  different  types  of 
product  information  which  might  be 
available  through  an  automated  informa- 
tion system  are  listed  below.   Which 
types  of  product  information  would  be 
most  important  to  you?  Please  rank  them 
in  terms  of  their  potential  importance 
to  you3    using   "1"  for  the  one  you  feel 
would  be  most  valuable  or  important, 
and  "6"  for  the   least. 


If  you  gave  the  name  of  a  speci- 
fic product,  the  system  would 
provide  you  with  a  detailed  des- 
cription of  the  product  (provided 
by  the  manufacturer) ,  including 
suggested  costs,  discounts,  and 
the  names  of  firms  in  your  area 
which  sell  the  product      


If  you  gave  the  name  of  a  speci- 
fic product,  the  system  would  pro- 
vide you  with  detailed  descrip- 
tions of  all  competitive  or 
similar  products,  including  a 
cost/quality  comparison  if 
available.  


If  you  gave  the  name  of  a  type 
of  product,  the  system  would 
provide  you  with  a  list  of 
specific  manufacturers  which 
produced  the  product  along 
with  detailed  information  to 
help  you  compare  the  products ._ 


If  you  gave  the  name  of  a  specific 
product,  the  system  would  refer 
you  to  other  governmental  pur- 
chasing offices  which  have 
purchased  that  product.   You 
could  then  get  in  touch  with 
the  other  offices  for  further 
information.  


For  certain  recurrent  product  needs 
(standard  order  categories),  the 
system  would  provide  you  with 
regular  information  about  the 
latest  developments.        ~  


Certain  quality-control  aspects  of 
products  could  be  retrieved  from 


Percentage  of  Respondents 


Choices 


10.8 


55.4 


25.4 


4.6 


4.6 


the  system,  such  as  f lammability , 
durability,  consistency  of  ma- 
terial quality,  and  special 
maintenance  problems. 


6.2 


20.7 


32.3 


35.4 


1.5 


3.1 


4.6 


53.1 


12.3 


25.4 


10.8 


7.7    1.5 


0.0 


13.8 


6.2 


0.0 


0.0 


0.0 


0.0 


7.7 


7.7 


20.0 


34.6 


21.5 


26.1 


34.6 


!6.1 


35.4 


15. A 


33.9 


B-3 


Percentage  of 
Respondents 

29.2 

70.8 


If  you  had  to  choose  between  a  system 
providing  information  on  capital  budget 
items  vs.  operating  budget   items,  which 
would  you  choose? 

1.  Capital  budget  items 

2.  Operating  budget  items 


36 


63.1 
36.9 


B-4    If  you  had  to  choose  between  a  system 
providing  information  on  standard 
items  vs.  non-standard   items,  which 
would  you  choose? 

1.  Standard  items 

2.  Non-standard  items 


37 


B-5    Various  types  of  information  relat- 
ing to  specifications  which  an 
Automated  Information  System  might 
provide  are  listed  below.   What  type 
of  specification  information  would 
be  most  important  to  you?  Please 
rank  them  in  terms  of  their  poten- 
tial importance  to  you,    using   "1" 
for  the  one  you  feel  would  be  most 
valuable  or  important 3   and  "3"  for 
the   least. 

-  If  you  gave  a  product  or  service 
category  to  the  system,  you  would 
receive,  described  in  plain  lan- 
guage, a  complete  list  of  speci- 
fication parameters  which  you 
could  use  in  writing  your  own 
specifications. 


If  you  gave  a  product  or  service 
to  the  system,  you  would  receive 
a  set  of  standard  specifications, 
completely  written.   You  could 
then  choose  the  one  from  this 
set  which  matched  your  speci- 
fic needs. 


If  you  gave  the  system  specifica- 
tions which  you  had  written,  the 
system  would  provide  you  with  a 
reasonable  cost  estimate  for  the 
product  or  service  specified. 


Percentage  of 
Respondents 


Choices 


47.7 


56.9 


4.6 


38.5 


13.8 


32.3 


10.8 


22.2 


73.2 


Percentage  of 
Respondents 


9.3 
90.7 


B-6   If  you  had  to  choose  between  a  system 
providing  information  on  services   or 
on  products ,  which  would  you  choose? 

1.  Information  on  services 

2.  Information  on  products 


41 


1.5 
98.5 


B-7   What  percent  of  your  inquiries  to  this 
system  would  require  immediate  replies 
(same  day)?   For  what  percent  would 
replies  in  a  longer  time  period  (e.g. 

three  weeks)  be  satisfactory?   Sum  of 
your  estimated  percents  must  equal  100%, 

1.  Same  day 

2.  Longer 


B-8  Are  you  currently  utilizing  any  type  of 
automated  product-service-specification 
system?   Which  one(s)? 


1.  Yes 

2.  No 


If  yes,  please  list. 


Averages 


+ 


4 

4 

5 

6 

42-43 

44-4-5 


100% 


4b 


SEMINAR  AND  TRAINING  PROGRAM:  A  series  of 

basic,    intermediate  and  advanced  semiyvars 
and  training  programs  on  purchasing .      These 
would  be  designed  for  persons  with  varying 
levels  of  experience  and  training  in  pur- 
chasing and  would  be  conducted  at  several 
centers   throughout  the  country.      They 


would  take 


ct.t. 


xzirLitel'-  one  week.  each. 


C-I  Does  your  office  currently  sponsor  in- 
house  seminars  on  purchasing  or  related 

sub j  ects? 


7.7 

1. 

Yes,  on  a  regular  basis 

35.4 

2. 

Occassionally 

56.9 

3. 

Never 

^7 


Percentage  of 
Respondents 


58.9 
41.1 


C-2 


Does  your  office  currently  sponsor  an 
educational  aid  plan  which  would  pay 
in  full  or  part  for  courses  which  you 
could  take  to  advance  your  career? 

1.  Yes 

2.  No 


h8 


87.7 

12.2 


C-3   If  a  plan  like  that  described  above 
were  offered,  do  you  think  your  of- 
fice would  provide  you  with  paid  leave 
for  one  week  to  attend  these  seminars? 

1.  Yes 

2.  No 


^ 


87./ 
12.2 


C-4  Do  you  think  that  your  office  would 
pay  for  transportation  costs  to  and 
from  such  seminars? 

1.  Yes 

2.  No 


50 


C-5  Would  endorsement  by  either  of  the 
following  organizations  make  such 
courses  more  attractive  to  you? 

National  Institute  of  Governmental  Purchasing 
92.3         1.   Yes 
7.7         2.   No. 

National  Association  of  State  Purchasing  Officials 
70.  "j  1-   Yes 

29.2         2.   No 


51 


52 


Percentage  of 
Respondents 


44.6 

4. 

Numbers  1  and  2 

1.5 

5. 

Numbers  1  and  3 

26.2 

6. 

Numbers  2  and  3 

16.9 

1 , 

Numbers  1,  2  and  3 

0.0 

8. 

Other  (explain) 

'58 


76.9 
23.1 


C-10   Would  you  be  in  favor  of  industrial 
participation  in  these  seminars? 

1.  Yes 

2.  No 


59 


65.5 
34.5 


C-ll  Would  you  be  in  favor  of  a  system  of 

salaries  and  promotions  tied  in  closely 
with  such  a  program? 

1.  Yes 

2.  No 


60 


DIRECT  TECHNICAL  ASSISTANCE:  A  service  avail- 
able to  your  office  to  assist  with  particularly 
difficult  technical  problems  associated  with 
purchasing .      Services  would  include  the  writ- 
ing of  complex  specifications _,  providing  en- 
gineering and  technical  evaluations,   as  well 
as  the  actual  purchase  of  hard-to-get  items 
and  services. 


43.1 

53.8 

3.1 


P-l   Does  your  purchasing  office  currently 
contract  out  any  of  its  technical  work 
such  as  specification  writing,  engi- 
neering evaluation  and  testing,  etc.? 

1.  Yes 


2.  No 

3.  I  don't  know 


10 


ercentage  of 
Respondents 


66,2 
33. 8 


D-2   Do  you  feel  that  direct  technical  assist- 
ance, as  described  above,  could  be 
adequately  performed  by  mail  and  tele- 
phone (i.e.,  not  in  person)? 

1.  Yes 

2.  No 


62 


D-3   How  many  times  a  year  do  you  think  that 
your  office  would  be  in  need  of  such 


servicer 

1.5 

1. 

Never 

39.5 

2. 

1-5 

26.7 

3. 

6-10 

32.3 

4. 

Over  10 

03 


D-4   Do  you  feel  that  your  office  would  take 
advantage  of  direct  technical  assistance 
in  the  following  areas  if  the  service 
were  free  of  charge?     Please  answer 
Yes  or  No  for  each  alternative  by 
using 

Yes  =  1 

No  =  2 

1.  Writing  complex  bid  specifications 

2.  Providing  engineering  and 
technical  evaluations  of  proposals 

3.  Purchase  of  hard-to-get  items  and 
services  (at  relatively  low  cost) 


Percentage  of  Respondents 
YES         NO 
92.3        7.7 


67.7 


61.5 


32.3 


38.5 


D-5   Do  you  feel  that  your  office  would  take 
advantage  of  direct  technical  assist- 
ance in  the  following  areas  if  a  nom- 
inal fee  were  charged?    Use 

Yes  =  1 

No  =  2 
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1.  Writing  complex  bid  specifications 

2.  Providing  engineering  and  technical 
evaluation  of  proposals 

3.  Purchase  of  hard-to-get  items  and 
services  (at  relatively  low  cost) 

D-6  Do  you  feel  that  your  office  would  sign 
a  service  contract  at  the  beginning  of 
each  year  for  direct  technical  assist- 
ance as  described  above,  specifying 
in  general  the  amount  and  level  of 
service  support  which  would  be  required 
for  the  coming  year? 

1.   Yes 


No 


Percentage  of  Respondents 
YES         NO 


47.7 


43.1 


36.9 


32.3 
67.7 


52.3 


56.9 


63.1 


70 


D-7   For  each  of  the  following  areas  of 

technical  assistance,  what  do  you  think 
is  a  reasonable  lead  time  (i.e.,  the 
time  in  weeks  between  submission  of  re- 
quest for  technical  assistance  anH 
delivery  of  the  assistance)?  Write  in 
the  actual  number  of  weeks  for  each 
alternative.      (use   leading  zeros . ) 

1.  Writing  complex  specifications 

2.  Providing  engineering  and 
technical  evaluations 

3.  Purchase  of . hard-to-get 
items  and  services 


Weeks 
(average) 


0 

4 

0 

3 

0 

3 

71-72 
73-7+ 

75-76 


PURCHASING  CONSULTANT  SERVICES:  Highly 
trained  government  and  business  consultants  would 
be  available   to  your  request  to  perform  such 
tasks  as   troubleshooting  on  specific  prob- 
lem areas  or  helping  to  restructure  your 
entire  operation. 
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Percentage  of 
Respondents 

E-l  Has  your  office,  within  the  last  five 
years,  brought  in  outside  consultants 
to  assist  in  any  aspects  of  purchasing 
activities? 

26.2      1.   Yes 

73.8      2.   No 
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E-2  How  much  would  your  office  be  willing 
to  pay  for  the  use  of  such  services? 

61,5      1«   Would  use  them  only  if 

they  were  free  of  charge 

38.5      2.   Would  be  willing  to  pay 
competitive  rates 


E-3  On  what  basis  do  you  feel  this  ser- 
vice would  be  utilized  by  your 
office? 

32.3  1.  One-shot  basis 

53.1  2.  From  time  to  time 

3.1  3.  Regularly  (once  a  month) 

1.5  4.  Quite  Frequently   (m0re  than  once  a  month) 


7? 
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(Key  for  question  F-l) 


PUBLICATIONS  CODES 


If  any  of  the  four  publications  which  you  rely  on  most  for  information 
on  purchasing  is  not  listed  below,  please  write  their  names  in  the  spaces 
provided  at  the  bottom  of  the  page. 


21.  NAPM  Newsletter 

22.  NCMA  Newsletter 
2  3.   New  Product  News 

24.  NIGP  Newsletter 

25.  Police  Chief 
Public  Works 


26. 
27. 


Publication  of  the  Asphalt 
Institute 


1.  American  City  of  Magazine 

2.  American  County  Government 

3.  APWA  Reporter 

4.  Better  Roads 

5.  Consumer  Reports 

6.  (*)  County  and  Township  Official 

7.  County  Government  Official 

8.  District  Purchaser 

9.  Fire  Engineering 

10.  Fire  Command 

11.  From  the  State  Capitols  Publications 

12.  (*)    Government 

13.  Government  Product-News 

14.  (*)    Government    Review 

15.  (*)    Highway 

16.  ICMA  Publications 

17.  Journal  of  Purchasing 

18.  Mayor 

19.  Modern  Government 

20.  (*)  Municipalities 

OTHERS  (not  listed  above): 

41. 

42. 

43.     

44. 


(*)  Indicates  the  name  of  the  publications  of  your  state,  city  or  regional 
chapter  or  organization. 


28.  Purchasing 

29.  Purchasing  Management 

30.  Purchasing  Week 

31.  Purchaser 

32.  (*)  Purchaser 

33.  (*)  Road  Builder 
(*)  State  Employee 
(*)  State  Government 
Streets 

Streets  and  Roads 
United  States  Municipal  News 


34 
35 
36 
37 
38 
39 


(*)  Water  Works  Association 
Journal 


40.   Willing  Water 


F-2  How  would  you  rate  the  NIGP  News- 
letter along  the  following 
dimensions?  Please  use   the  follow- 
ing code  for  each  dimension: 

1  =  Very  Good 

2  =  About  Average 

3  =  Poor 

4  =  No  Opinion 

-  Format  and 
Readability 

-  Use  of  Pictures 
and  Diagrams 

-  Indexing 

-  Level  of  Technical 
Detail 

-  Frequency  of 
Publication 


Percentage  of  Respondents 


1 
47.0 


4.0 
7.0 

18.0 

11.0 


Choices 

36.0  I   10.0 


7.0 


24.0 


45.0 


i5.0 


38.0 


59.0 
33.0 


13.0 


10. 0 


20.0 


42.0 


7.0 


9.0 


F-3  How  well  do  you  feel  that  existing 
publications  fill  your  needs  in 
each  of  the  following  areas? 

Use  the  following  code  for  each 

area : 

1  =  Poorly 

2  =  Adequate 

3  =  Well 

-  Description  of  new 
products 


-  Discussions  of  legal 
aspects  of  purchasing       

-  Feature  articles  on  unique 
or  outstanding  purchasing 
offices 

-  New  techniques  in 
purchasing 

-  Specification  writing  pointers 

~  Improving  relations  with  vendors 

F-4  Would  you  be  interested  in  writing 

sntage  of  features  for  such  a  newsletter? 
Doncients 

49.0  1.  Yes 


Percentage  of 
Respondents 


Choices 


1 

15.0 


— 


64.0 


65.0 


42.0 


52.0 
68.0 
37.0 


27.0 


42.0 


51.0   2.  No 


21.0 


8.0 


16.0 


38.0 

10.0 

25.0 
52.0 

7.0 
11.0 

37 
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E-4  How  important  do  you  think  the 
following  skills  (disciplines) 
would  be  for  the  consultants? 

Please  use  the  following  code 
for  each  discipline: 


2 


1  =  Very  Important 

2  =  Could  be  Helpful 

3  =  Not  Necessary 


Engineering 
Management 


Accounting 


Public  Relations 


Organizational 
Development 


Marketing  &  Sales 
Other  (describe) 


Percentage  of  Respondents 


Choices 


48.0 


66.0 


32.0 


10.0 


35.0 


27.0 


0.0 


44.0 


32.0 


44.0 


55.0 


48.0 


38.0 


0.0 


8.0 


2.0 


24.0 


35.0 


17.0 


35.0 


0.0 


1-5 


TECHNICAL  ASSISTANCE  MAGAZINE;  A  publica- 
tion providing  the   latest  product  and  service 
information  available  as  well  as  articles  on 
sources  of  technical  and  financial  assist- 
ance for  purchasing  activities. 


F_i   Which  of  the  publications  listed  on  the 

opposite  page  of  this  questionnaire  do  you 
rely  on  for  information  concerning 
purchasing  activities?  Place   the  nwi- 

cer  for  each  of  the  four  most  h:\pcrtant 
i  m  'licazious  in  the  order  of  their  irr<- 
'■■ortcmce  in  the  ~ox^s   to   if. .    right: 


Ranking  of 
Most  Frequent  Responses 


1. 


2. 


3. 


4. 


1 

2 

4 

1 

3 

1 

7 

2 

8 

13-14 


15-lo 


17-16 


19-2C 
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_  Non  institutional  advertisements  for 
product/service  requirements  in  news- 
papers or  specialized  publications. 

-  Phone  calls  to  prospective  bidders 

-  Personal  contact  with  prospective  bidders 

ercentage  of 
Respondents 

G-3  How  much  would  your  office  be  will- 
ing to  pay  for  industry-oriented 


Percentage  of 
Respondents 


77.0 


55.0 


37.0 


Choices 


17.0 


34.0 


43.0 


6.0 


11.0 


20.0 


92.0 
8.0 


68.0 
32.0 

0.0 
0.0 


programs : 

1.  Would  pay  only  a  nominal  fee 

2.  Would  pay  competitive  rates? 
(Approximately  equal  to  the 

rates  of  a  public  relations 
firm) 

G-4   If  such  programs  resulted  in  a  size- 
able increase  in  the  number  of  bids 
which  you  receive  (e.g.,  30%  in- 
crease) ,  what  would  your  reaction 
be? 

1.  This  would  be  highly  desirable 

2.  This  would  be  somewhat 
desirable 

3.  This  would  be  undesirable 

4.  Not  sure;  Other  (explain) 


76.0 
24.0 


G-5   In  which  area  do  you  believe  that 
improved  relations  with  private 
industry  would  be  more  important? 

1.  Purchases  from  operating  budget 

2.  Purchases  from  the  capital 
budget 


G-6   Does  your  office  currently  have  a 
brochure  which  could  be  used  in 
such  a  program  to  improve  your 
relations  with  industry? 
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Percentage  of 
Respondents 

F-5  If  a  new  publication  were  to  be- 
come available,  would  you  prefer 

it  to  be. . . Indicate  the  altervative 
preferred  for  each. 

57.0      !•   Technically  oriented,  or  I    I 

43.0      2«   Non- technically  oriented  38 

71.0     !•   Narrow  focus  (Government  

purchasing) ,  or  35 

29.0     2-   Broad  focus  (Government,  Commercial,  I 

Communications,  Finance,  and  Management) 

11.0     !•   Single  topic  issues,  or  | 

39#0     2.  Multi-topic  issues  *+o 

INDUSTRY-ORIENTED  PROGRAMS:  Programs  that 
would  be  designed  to  direct  industry's  atten- 
tion to  the  market  needs  of  state  and  local 
governments.     This  could  take  the  form  of 
a  federal  or  state  office  that  would  pub- 
licize your  specific  requirements  plus  the 
potential  advantages  of  doing  business  with 
your  office  in  similar  cases. 

G-l  In  your  office  is  there  currently  any  in- 
dividual whose  primary  responsibility  is 
to  publicize  purchase  requests? 


36.0      1.  Yes 
64.0      2.  No 


G-2  What  are  the  primary  methods  which 
your  office  uses  to  publicize  bid 

request?  use   the  following  code 
for  each  method: 

1  =  Use  Frequently 

2  =  Use  Occasionally 

3  =  Rarely  or  Never  Use 


16 


ki 


Percentage  of 
Respondents 

H-3  How  much  would  your  office  be 
willing  to  pay  for  this  kind 
of  service? 

78.0       1.   Would  pay  only  a  nominal  fee 

11.0       2.   Would  pay  compete tive  rates 

11.0        3.   Would  cost  share 

H-4   Do  you  think  that  it  would  be  worth- 
while for  the  government  to  sponsor 
a  pilot  project,  implementing  such 
model  systems  in  various  purchasing 
offices  around  the  country? 

91.0        1„   Yes 
9.0        2.   No 


<52 


53 


75.0 
25.0 


H-5  Would  you  want  your  own  office  to 

participate  in  such  a  pilot  project? 

1.  Yes 

2.  No 

H-6   In  developing  model  purchasing  office 
procedures  and  departmental  organiza- 
tion, how  important  do  you  feel  that 
these  areas  are?  Please  use  the  fol- 
lowing code  for  each  area: 

1  =  Completely  unimportant 

2  =  Only  slightly  important 

3  =  Moderately  important 

4  =  Very  important 


^ 


Please  See  Next  Page  for  Response 
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Percentage  of 
Respondents 

27.0     l. 

73.0     2. 


Yes 
No 


G-7   Which  type  of  program  would  you  con- 
sider most  valuable? 

o9.0  1.  Information  campaign,  including  articles 
about  specific  governmental  needs,  aimed 
at  the  media,  as  well  as  appropriate  in- 
dustry trade  publications 

3.0      2.   Person-to-person  campaign 

9.0      3.   Mailings 

MODEL  PURCHASING  FORMS,  PROCEDURES  AND 
DEPARTMENTAL  ORGANIZATION:  A  govern- 
ment-provided package  that  would  contain 
recommended  forms,    guidelines ,    and  organ- 
izational structure  for  a  model  local  pur- 
chasing office.      These  would  be  designed  to 
meet  the  needs  of  offices  of  differing  sizes 
and  range  of  activities . 

H-l   Do  you  feel  that  your  own  work  would 
benefit  from  a  carefully  developed 
system  of  purchasing  forms,  organ- 
ized along  the  lines  described 
above? 

74.0       1.   Yes 

26.0       2.   No 

H-2   Do  you  feel  that  your  departmental 
organization  in  general  could  be 
aided  by  such  a  service? 

79.0       1.   Yes 

21.0       2.   No 


49 
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OVERALL  COMPARISONS 


To  assist  you  in  answering  the  last  questions  (on  following  page),  a 
description  of  each  form  of  service  to  assist  the  purchasing  practioners 
and  their  operations  is  provided  below. 

1.  Automated  Information  System:      A  computerized  system  that  would  pro- 
vide on  request  data  on  standards  and  specifications  for  products 
and  services,  and  information  on  non-standard  services.   This  would 
be  linked  directly  to  your  office  via  telephone  operators  and/or  a 
teletype  terminal  at  no  cost  to  you. 

2.  Seminar  and  Training  Program:     A  series  of  basic,  intermediate  and 
advanced  seminars  and  training  programs  on  purchasing.   These  would 
be  designed  for  persons  with  varying  levels  of  experience  and  train- 
ing in  purchasing  and  would  be  conducted  at  several  centers  through- 
out the  country.   They  would  take  approximately  one  week  each. 

3.  Direct  Technical  Assistance:     A  service  available  to  your  office  to 
assist  with  particularly  difficult  technical  problems  associated 
with  purchasing.   Services  would  include  the  writing  of  complex 
specifications,  providing  engineering  and  technical  evaluations,  as 
well  as  the  actual  purchase  of  hard-to-get  items  and  services  . 

4.  Purchasing  Consultant  Services:     Highly  trained  government  and  business 
consultants  would  be  available  at  your  request  to  perform  such  tasks 

as  troubleshooting  on  specific  problem  areas  or  helping  to  restructure 
your  entire  operation. 

A.   Technical  Assistance  Magazine:     A  publication  providing  the  latest 
product  and  service  information  available  as  well  as  articles  on 
sources  of  technical  and  financial  assistance  for  purchasing 
activities. 

6.  Industry-Oriented  Programs:      Programs  that  would  be  designed  to  di- 
rect industry's  attention  to  the  market  needs  of  state  and  local 
governments.   This  could  take  the  form  of  a  federal  or  state  office 
that  would  publicize  your  specific  requirements  plus  the  potential 
advantages  of  doing  business  with  your  office  in  similar  cases. 

7.  Model  Purchasing  Forms 3    Procedures  and  Departmental  Organization: 

A  government-provided  package  that  would  contain  recommended  forms, 
guidelines,  and  organizational  structure  for  a  model  local  purchasing 
office.   These  would  be  designed  to  meet  the  needs  of  offices  of 
differing  sizes  and  range  of  activities. 
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Response  to  H-6  -  p.  19 

1  =  Completely  unimportant 

2  =  Only  slightly  important 

3  =  Moderately  important 

4  =  Very  important 

-  The  physical  layout  of 
the  department 


-  Standards  of  performance 
in  purchasing 

-  Procedures  for  writing 
specifications ,  adver- 
tisements for  bids, 
contracts,  etc. 

-  Model  enabling  legis- 
lation to  allow  for 
changes  in  purchasing 
operation 


Percentage  of  Respondents 


6.0 


2.0 


0.0 


-  The  organizational  relation- 
ship and  communication  between 
operating  departments  and  the 
purchasing  department     


0.0 


Salaries  and  other  in- 
centive systems 

Communication  between 
members  of  the  pur- 
chasing department 


0.0 


3.0 


3.0 


Choices 


3.0 


3.0 


2.0 


11.0 


2.0 


24.0 


9.0 


59.0 


36.0 


30.0 


27.0 


12.0 


30.0 


25.0 


32.0 


59.0 


68.0 


62.0 


86.0 


43.0 


63.0 


20 


1-2  Do  you  feel  that  this  service  would  be 
beneficial   to  the  purchasing  profession? 


1  =  Would  be  of  no  benefit  whatsoever 

2  =  Could  be  beneficial,  but  it's  dif- 

ficult to  be  sure 

3  =  Would  definitely  be  beneficial 

4  =  Would  be  highly  beneficial 


-  Automated  Information  System 


-  Seminar  and  Training  Program 


-  Direct  Technical  Assistance 


-  Purchasing  Consultant  Services 


-  Technical  Assistance  Magazine 


-  Industry-Oriented  Programs 


Model  Purchasing  Forms, 
Procedures  and  Departmental 
Organi  zation 


Percentage  of  Respondents 

Choices 

1 

2 

3 

4 

0.0 

17.0 

31.0 

52.0 

0.0 

20.0 

35.0 

45.0 

0.0 

37.0 

45.0 

18.0 

8.0 

44.0 

37.0 

9.0 

2.0 

37.0 

35.0 

26.0 

8.0 

43.0 

37.0 

12.0 

2.0 

28.0 

35.0 

35.0 

2  3 


For  questions  1-1  and  1-2  below,  please  give 

your  reactions  to  each  of  the  seven  service  alternatives 

(described  on  the  preceeding  page)  by  inserting 

in  the  respective  box  at  the  right,  the  appropriate 

number  of  your  choice  of  response. 

1-1  Would  you  personally    like  to  be  able 
to  make  use  of  this  service? 

1  =  No  desire  whatsoever  for 
this  service 


2  =  Some  interest;  service 

might  be  worth  a  try 

3  =  Would  favor  implementation 

of  this  service 

4  =  Strong  desire  for  imple- 

mentation of  this  service 


-  Automated  Information  System 

-  Seminar  and  Training  Program 

-  Direct  Technical  Assistance 

-  Purchasing  Consultant  Services 

-  Technical  Assistance  Magazine 

-  Industry-Oriented  Programs 


Model  Purchasing  Forms,  Pro- 
cedures and  Departmental 
Organization 


Percentage  of  Respondents 
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